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A GREETING to MEN with a MISSION 


Every Local Agent has a public mission to perform in connec- 
tion with his daily work. The extent to which he is serving can 


best be measured by the proportion of insured and uninsured property 
owners in his community. 


The National Association of Insurance Agents 1 1S helping local 


agents better serve their public and so perform their mission more 
effectively. 


The Home Insurance Company of New York is endeavoring to 
do its share by providing various forms of insurance, by carrying large 
lines and by maintaining for the protection of policyholders the 
greatest cash assets of any fire insurance company in America. 


| COMPANY \ ' 
ELBRIDGE G. SNOW, President 
New York Office 56 Cedar Street 


Aircraft, Avitenneliiie (Complete Cover In Connbilesinhinn Policy), Earthquake, Explosion, 
Fire and Lightning, Hail, Marine (Inland and Ocean), Parcel Post, Profits and Com- 
missions, Rain, Registered Mail, Rents, Rental Values, Riot and Civil Commotion, 
Sprinkler Leakage, \Tourists’ Baggage, Use and Occupancy, Windstorm. 


STRENGTH REPUTATION SERVICE 






































JOHN B. KNOX, Secretary 
THOMAS C. TEMPLE, Secretary 
GEORGE C. LONG, JR., Secretary 


“NO BETTER THAN SOME OTHERS 
BUT AS GOOD AS THE BEST”’ 


THE PHOENIX 
INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 





EDWARD MILLIGAN, President 
GEORGE M. LOVEJOY, Vice-President 





CASH ‘CAPITAL ... .. 
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STATEMENT JANUARY 1, 1921 
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If Franklin Had Known 


If Benjamin Franklin could have known that 
his name was to be given to an institution 
such as The Franklin Fire Insurance Company 
of Philadelphia, that great philosopher would 


undoubtedly have extended his unqualified 
approval. 


For there was so much in the sayings and 
writings of Franklin that agreed entirely with 
the encouragement of thrift and prudence 
which are the basic incentives to insurance. 
Agents who represent The Franklin have an 
asset in the name that should mean much to 
the insuring public. 


FRANKLIN FIRE 


INSURANCE COMPANY 


Of Philadelphia 
Elbridge G. Snow, President New York Office: 56 Cedar Street 





Fire, Lightning, Automobile (Complete Cover in Combination Policy), Explosion, 
Hail, Marine, Profits and Commissions, Registered Mail, Rents, Rental Values, Riot 
and Civil Commotion, Sprinkler Leakage, Use and Occupancy, Windstorm 





“YOU MAY DELAY, BUT TIME WILL NOT.” 


Benjamin Franklin 
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Business 
Friendships 


Second only to the heart-string ties of Home are the bonds of business friendship 
—vitilized and closer knit at gatherings such as this Los Angeles Convention. 


NORTH BRITISH & MERCANTILE INSURANCE COMPANY, Ltd. 


CECIL F. SHALLCROSS, Manager 


Assistant Managers 
E. T. CAIRNS, Cc. R. PERKINS, W. S. ALLEY, C. E. CASE . H. BATCHELDER 


R. P. BARBOUR, Secretary 


76 William Street, New York 














Like a bank, an insurance company’s good-will is measured not only by its 
financial strength and varied serviceability, but by a friendly personality. 


Our constant aim is to develop this personality to the highest degree of usefulness. 


That’s why we’re here, 
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ase Heads Local Agents’ Association 


Strong Stand Taken on Important Insurance Issues of the Day in 


Resolutions Adopted at Los Angeles—More Than 1,000 in Attendance 
NEW OFFICERS ELECTED 


PRESIDENT 
James L. Case, Norwich, Conn. 
CHAIRMAN OF THE EXECUTIVE COMMITTEE 
A. G. Chapman, Louisville, Ky. 
TERRITORIAL VICE-PRESIDENTS 

New England States—Alfred Davenport, Boston, Mass. 
Middle Atlantic States—A. W. Hicks, Newark, N. J. 
Southeastern States—Fred C. Odell, Greensboro, N. C. 
Southern States—Charles B. H. Loventhal, Nashville, Tenn. 
Great Lakes States—J. A.Giberson, Alton, III. 
North Central States—James B. Leedom, Milwaukee, Wis. 
Missouri Valley States—Cliff C. Jones, Kansas City, Mo. 
Rocky Mountain States—David H. Main, Denver, Colo. 
Southwestern States—Wm. F. Stahl, Tulsa, Okla. 
Pacific Coast States—Walter G. Robertson, Seattle, Wash. 





Snappy Talks from Floor 








CONVENTION HALL, 
Los Angeles, Cal., Sept. 16. 

NE of the greatest conventions in 
O the history of the insurance busi- 

ness was held here on Wednes- 
day, Thursday and Friday of this week. 
At all stages of the business sessions 
the meeting was alive with the discus- 
sion of important topics. In fact the 
great number of agents from all parts 
of the country, who freely and without 
hesitancy participated in the discus- 
sions, was one of the outstanding fea- 
tures of the meeting. In spite of its 
position at the far western end of the 
country, Los Angeles attracted a large 
crowd. Over 1,000 registered. The 
record attendance for a National As- 
sociation meeting was registered at 
Des Moines last year where 1,275 were 
on hand. At Los Angeles 31 states were 
represented. 


Ve; L. CASE, of Norwich, Conn.. 
for the past two years chairman of 
the executive committee, was elected 
president of the National Association. 
No opposition candidate was presented. 
During the first day of the convention 
a movement in favor of Craig Belk, of 
Houston, Tex., was inaugurated. How- 
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ever, Mr. Belk refused to be a can- 
didate, and largely because of his 
attitude in the matter, and the fact that 
he did not attend the Los Angeles 
meeting, his name was. withdrawn. 
Matt T. Mancha, president of the Cali- 
fornia Association was also mentioned 
on several occasions but the nominating 
committee threw its support to Mr. 
Case. Mr. Case’s favorable and inval- 
uable services to the Association is 
recognized by all who are familiar with 
what he has done, and satisfaction on 
all sides was expressed over his elec- 
tion, 





JAMES L. CASE 
, Norwich, Conn. 
Newly Elected President 


FRED J. COX 
Retiring President National Association 
Perth Amboy, N. J. 
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The next annual meeting of the As- 
sociation may go to Hot Springs, Ark. 
Arkansas delegates were busy in fur- 
thering their cause. Booklets descrip- 
tive of Hot Springs were distributed 
and at the final meeting, Hot Springs 
badges were pinned on all in attend- 
ance. E. M. Allen of Helena, former 
president of the National Association 
sent a letter to his friends at the Los 
Angeles meeting asking them to make 
every effort to work up sentiment in 
favor of Hot Springs as the 1922 con- 
vention city. 

(CONTINUED ON PAGE 70) 





A. G, 
Louisville, Ky. 
Chairman Executive Committee 
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Auto Situation Live Issue 





CONVENTION HALL, 
Los Angeles, Cal., Sept. 16. 
HE unsatisfactory condition of the 
Diggs business was very gen- 
erally discussed Friday morning. 
Most of those who talked complained 
of the frequent changes that have been 
made in rules and rates and tendency 
of the companies to institute new regu- 
lations without consulting the agents 
who produce the business. 

Henry C. Young of Norfolk, Va., said 
that rate changes have been entirely too 
frequent. In the many changes that are 
made in the handling of the automobile 
business, there is evidently a lack of 
consideration of the producing agent. 
The companies themselves do not know 
the public pulse. They are unfamiliar 
with the attitude of the buyers of auto- 
mobile insurance. The agent, Mr. 
Young said, is entitled to the fullest con- 
sideration in any conferences that are 
held on rates and rules. All of the 
automobile insurance wisdom of the 
country does not lie with the companies, 
Mr. Young declared. 


W. KERDOFF of Kansas City 
* said that the present troubles of 
the companies are of their own making. 





WALTER H. BENNETT 
New York City 


Secretary National Association 








The automobile business has not been 


properly underwritten, but the com- 
panies themselves have formulated 
rules. Agents,have attempted and are 


still endeavoring to offer suggestions, 
but the companies are inclined to estab- 
lish their own rules. Mr. Kerdoff said 
that the limits should be held down 
and that a monthly diminishing clause 
should be attached to every automobile 
policy. There is no reason, Mr. Kerdoff 
declared, why an automobile should be 
insured for 90 percent of its value when 
new and still be covered for 90 percent 
of its value at the end of the eleventh 
month, the value of every car decreas- 
ing each month. 


T. RAMBO of San Jose, Cal. 

e complained of the practice of 
companies that are sending out endorse- 
ments reducing the amount of insur- 
ance to be attached to the policy during 
the life of the contract. When auto- 
mobile values were increasing the 
amount of coverage granted to policy- 
holders was not increased, and now that 
the situation is reversed, the assured, 
Mr. Rambo said, should not be penal- 
ized, 

J. W. Mitchell of Fort Worth, Tex., 
made the statement that rewards for the 
recovery of stolen cars have been re- 
sponsible for 30 percent of the automo- 
bile losses incurred. Thieves familiar 
with the established customs have stolen 
cars and held them until a reward was 
offered. All stock companies should 
refuse to pay rewards for stolen cars, 
according to Mr. Mitchell. The lack 
of uniformity in the handling of auto- 
mobile business has been responsible 
for much dissatisfaction, Mr. Mitchell 
said. No business can succeed with the 
public that changes as often as there is 
a shift in the weather. Mr. Mitchell 
reiterated the ideas uttered by the pre- 
ceding speakers when he said there 
should be a closer understanding with 
agents regarding underwriting proced- 
ure. The practical side of the auto- 
mobile business is with the agent. It is 
he who has the human and personal 
contact with the buyer. Mr. Mitchell 
said that the incompetent representa- 
tives now in insurance ranks are re- 
sponsible in no small degree for the un- 
satisfactory automobile loss ratio. The 
big drain on the business today, Mr. 
Mitchell says, is because of the presence 
in the insurance business of agents 
utterly unqualified to carry on their 
work. 


RIDAY morning was devoted 

largely to a general discussion 
from the floor, the chief topics being 
companies’ brokerage service depart- 
ments, general cover as affecting local 
agents and the automobile situation. 
J. B. Levison, president of the Fire- 
mans Fund, gave the principal talk of 
the morning. His subject was “Our 
responsibilities and obligations.” 

O. G. Strong of Cleveland, O., read 
a statement outlining the aims and pur- 
poses of the Casualty Information 
Clearing House. Mr. Strong has been 
one of the staunch supporters of this 
organization. 

The closing feature of the morning 
program was the reading by President 
Cox of the suggested uniform agency 
qualification law, which has_ been 
drafted as a result of conference work 
between the conference committees of 
the Insurance Commissioners Conven- 
tion, the National Board and the Na- 
tional Association of Agents. It is 
expected that this bill will in the near 
future be presented for passage in a 
number of states. 


William 0, Chamberlin, or “Uncle Bill,” 
former Minnesota state agent of the 
Commercial Union, attended the conven- 
tion. He is now a local agent at Santa 
Barbara, Calif. 





Chauncey “Sun Shine” Miller, former 
National association secretary and now 
publicity man for the North British 
group, was a genial host at the spacious 
headquarters of his big fleet. 
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OMPANIES’ BROKERAGE 

SERVICE DEPARTMENTS.— 

While in no measure depreciating 
the advantages offered by the com- 
panies which have established and 
conduct brokerage service departments 
in a manner not injurious to local 
agents, and holding in full appreciation 
the motives which prompt them to 
offer such service, nevertheless the 
National Association of Insurance 
Agents is not unmindful of the corre- 
sponding disadvantages to the inter- 
ests of local agents, resultant from an 
abuse of the system as practiced by 
some companies. Furthermore, we are 
firmly convinced that properly quali- 
fied and equipped local agents in their 
several jurisdictions are equal to the 
task of performing for themselves the 
service the companies are offering 
through their brokerage departments. 


IRE Hazard Warnings in Cigarette 

and Tobacco Packages.—Whereas, 
80 percent of the deplorable fire waste 
of the United States and Canada is due 
to human carelessness and is therefore 
easily preventable; and, 

Whereas, a very considerable part 
of this preventable waste or an aver- 
age sum of $18,000,000 per annum in 
the United States alone is the direct 
result of the careless habits of smokers 
in handling matches and_ burning 
cigars, cigarettes and tobacco; and 

Whereas, the destruction of Ameri- 
can forests by fire is also reported by 
foresters as largely due to smoking by 
campers and travelers in the forests, it 
is hereby 

Resolved by the National Associa- 
tion of Insurance Agents that smokers 
should be informed of the fire dangers 
that reside in the throwing away of 
unextinguished matches, cigars, cigar- 
ettes and tobacco, by the enclosure in 
all cigarette boxes and smoking to- 
bacco cartons of such printed warn- 
ings as may bring this serious matter 
to their attention; and it is further 

Resolved that because the use and 
hazard of fire is inseparable from the 
use of smoking tobacco it is the moral 
obligation of all manufacturers or 
packers to provide and enclose with 
their product fire hazard warnings of 
this character. 

NON-RECORDING Agencies.—De- 
ploring the existence of non-recording 
agencies in various sections of the 
country, the National Association of 
Insurance Agents expresses the hope 
that the companies maintaining such 
agencies will consent to cooperate with 
us in efforts looking to their eventual 
elimination; and we recommend that 
the incoming executive committee of 
this association’ take such action in this 
matter as to them may seem judicrous 
in the attainment of that end. 


ANK Agencies.—Firmly convinced 

that the preservation and future 
usefulness of the American Agency 
System are advanced by the exclusion 
from the ranks as company representa- 
tives of all financial institutions which 
make such representation merely a 
profits-contributing appendage to their 
principal enterprises, the National As- 
sociation of Insurance Agents desires 
to express the appreciation of its mem- 
bers for the support given by the fire 
insurance companies to its Richmond 
declaration of March 18, 1920, against 
the further extension of bank agencies. 


ASUALTY Information Clearing 

House.—The Casualty Information 
House, Inc., is the joint result by 
companies, general agents and_ local 
agents of their combined efforts to 
combat the insidious competition which 
assails stock interests from mutual 
companies, reciprocals and_ inter-in- 
surers. Local agents have had an equal 
share with the companies and general 
agents in creating the clearing house, 
an instrumentality which, if properly 
supported by its creators, is capable of 


Resolutions Adopted 





rendering them inestimable — service. 
This national association commends the 
Casualty Information Clearing House 
to the attention of our members and 
expresses the hope that they will sup- 
port it with their membership and 
active services. 

Since this association last met in an- 
nual convention, death has claimed one 
of our most sincere friends, Charles 
Lyman Case, former president of the 
National Board of Fire Underwriters. 
We therefore desire to inscribe in our 
records the great sense of loss we 
feel at his passing and the appreciation 
which all local agents have of the gen- 
erous consideration of their interests 
which ever actuated him in all his deal- 
ings with them. 


UBLIC Relations —The business of 

insurance has lately been attacked 
by a New York investigating commit- 
tee, presumably engaged in investigat- 
ing housing conditions. 

Any investigation of stock fire insur- 
ance, which is predicated on false in- 
formation, is bound to create false im- 
pressions and lead to false conclusions. 

One of the false conclusions, to which 
the public mind has been directed, is 
that there are secret rates, unrevealed 
profits and improper bookkeeping in 
the business, when in fact there is nc 
business more open to public scrutiny, 
or more carefully supervised by public 
officials than stock fire insurance, and 
hence no business entitled to greater 
public confidence. 

The conservation of human life is the 
noblest work of man. Next in import- 
ance is the conservation of the prop- 
erty assets of America from destruc- 
tion by fire. The work of stock fire 
insurance companies for the conserva- 
tion of human life and the preservation 
of property from destruction, through 
their individual and joint work, is not 
equaled by any other business in the 
world. These efforts are not spas- 
modic, but are now and for many years 
have been carried on systematically and 
efficiently. 


HERE is a vast difference between 

a conspiracy in restraint of trade, 
or a combination made to regulate 
prices to the disadvantage of the pub- 
lic, and a co-ordination of effort for 
the reduction of operating expenses 
through uniform schedule rating. 

Fair minded men everywhere recog- 
nize that a concession granted for im- 
proving a fire hazard condition is a 
fair, just and equitable reward merited 
by the property owner. 


HE agreement recently reached be- 

tween the supervising insurance of- 
ficials of the several states and the 
stock companies where the distributable 
underwriting profits are limited, based 
on operations as a whole, averaged over 
five-year periods, surely removes all 
stigma of trust or monopoly and is 
the most comprehensive, yet simple, 
plan ever devised in the regulation of 
a private business for the protection 
of the buying public. 

We believe that if the people at large 
understood the part that stock fire in- 
surance plays in the conservation of 
the resources of this country, while at 
the same time furnishing sound indem- 
nity at the lowest possible cost con- 
sistent with safety, the public would 
seek to protect insurance in the legis- 
lative halls of the country, rather than 
permit the business to be loaded with 
taxes and restrictions that hamper op- 
eration, and, of necessity, increase the 
cost of the indemnity to the public. 


E desire to commend the National 

Board of Fire Underwriters for the 
large part it plays in public wel- 
fare work. The publicity campaign 
recently undertaken by the National 
Board for the purpose of explaining the 
fundamental elements which are most 





The New President 





AMES L. CASE, the newly elected 

president of the National Associa- 
tion, was born in Norwich, Conn, 45 
years ago. His first business connec- 
tion was with a local bank at Norwich. 
He had charge of the investment de- 
partment and in connection with his 
work handled the insurance on the in- 
vestments. Upon resigning from the 
bank Mr. Case opened an insurance and 
investment office of his own, and after 
about five years experience as a local 
agent, joined the Connecticut Associa- 
tion of Insurance Agents. From the 
first he took a prominent part in state 
association work. He served for three 
years as president of the Connecticut 
Association. For the past two years 
Mr. Case has been chairman of the 
executive committee of the National 
Association and for two years prior to 
being elected chairman served as a 
member of the executive committee. 

During his term of office as chair- 
man of the executive committee Mr. 
Case has rendered the National Asso- 
ciation conspicuous services. He is a 
hard worker, loyal and faithful, and has 
been of great assistance to the National 
officers. 








likely to be misunderstood in a_busi- 
ness so intricate and dealing with so 
many complexities, is bound to be ben- 
eficial to all. 

The National Association of Insur- 
ance agents is to be congratulated be- 
cause its president, visioning the evil 
effect produced throughout the country 
by false and misleading information 
carried in the metropolitan press, was 
the first to spring into the breach and 
defend the business from this vicious 
and unwarranted attack. His letter of 
July 6 last was a clear, lucid and con- 
vincing refutation of the untrue charges 
theretofore made and for the first time 
presented clearly to the public the jus- 
tice, equity and fairness of the stock 
insurance business. 

The high standard of solvency by 
the stock insurance companies operat- 
ing on the present reserve basis means 
greater security for those who buy fire 
insurance, and this standard of protec- 
tion should not be lowered. 


N view of the foregoing conditions 
the National Association of Insur- 
ance agents, in annual convention as- 
sembled, renews its fealty to stock fire 
insurance companies, and _ bespeaks 
greater co-operation in the future. We 
pledge our members to undertake the 
education of the public in order that 
the business may not be misunderstood 
or maligned. We call upon the various 
states to see that the same high stand- 
ard of solvency imposed upon stock 
insurance companies be extended to all 
other classes of property insurance car- 
riers, so that the good name of stock 
fire insurance may not be tarnished by 
failures of co-operatives operating un- 
der a permitted restriction of the lia- 
bilities of their members, and a reserve 
less than adequate. 4 
In the public mind all insurance 1s 
one. Therefore we should undertake 
to differentiate between sound insur- 
ance and that unstable and irresponsi- 
ble so-called insurance that creates so 
much trouble in the business by reason 
of its constant insolvency. ae 
We question the equity and justice 
of cooperative insurers issuing both 
participating policies and so-called 
stock or non-assessable certificates, 
and believe that there should be a law 
in every state, requiring that certificates 
of all such concerns be designated 
“assessable”, so that the insured may 
know they are buying something under 
which a far greater liability may exist 
than supposed. . 
.In dealing with the subject of non- 
stock insurance, we believe that the 


matter should be judicially, calmly aud 
(CONTINUED ON PAGE 69) 
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Morton’s Heart Talk to Agents 


of the Fire Association and presi- 

dent of the National Board, scored 
a decided hit with his extemporaneous 
talk given immediately following the 
reading of his paper “What Is the 
Matter with Business?” on Wednesday 
afternoon. Folding up his manuscript, 
Mr. Morton laid it to one side, walked 
to the front of the platform and, lean- 
ing forward in an earnest manner, said: 
“Now, I want to talk to you.” It 
was evident from his manner that Mr. 
Morton had something important to 


Je: B. MORTON, vice-president 


Tie took up the question of the 
agent’s contract with the public. He 
said that the companies can be likened 
to the mercantile or manufacturing 


establishment that produces the goods. 
It is impossible for the companies to 





JOHN B. MORTON 
President National Board 


go to the public with their wares direct. 
They must depend upon the agents. It 
is the agent who is the retailer. The 
companies must be satisfied to allow 
the agent to explain what they have for 
sale. It is always the agent and never 
the company who outlines to the as- 
sured what it is that the companies are 
offering to the public. 


[F THE agent will consequently fully 
realize the responsibility that rests 
upon him, his opportunities for growth 
and expansion will be more completely 
realized. Mr. Morton said that he 
knows big brokers who were some years 
ago not so big. They have gone to the 
top, Mr. Morton said, because they have 
realized that the way lies along the 
service road. The agent who tries to 
impress his service, who makes an ef- 
fort to do a little something more each 
time that he rewrites an assured’s 
policy, gradually entrenches himself so 
firmly that it is impossible for a rival 
to dislodge him. The agent who is 
earnestly striving to render real service 
worries little, Mr. Morton said, about 
the competition of mutuals and recipro- 
cals. The service-giving office rests se- 
Cure on its own foundations. Mr. 
Morton clearly established the point 
that it is the agent who must get next 
to the public and not the companies. 
fhe job of favorably moulding public 
Opinion is in the agents’ hands. 

~ 4 
i R. MORTON reviewed in an easy- 
"4 to-understand fashion the condi- 
tions that brought about the Unter- 
Meyer investigation in New York some 
months ago. He said that the New 
York Fire Insurance Exchange had a 


rule providing that brokers transacting 
business in New York must hold mem- 
bership in the exchange or receive no 
commissions on business written. This 
rule, it was explained, was contrary to 
law, and as a result the exchange met 
the situation by paying 15 percent com- 
mission to members and 10 percent 
commission to non-members. One 
prominent brokerage house violated the 
rules, and as a consequence was sus- 
pended. David Rumsey, formerly vice- 
president of the Continental, and now a 
prominent insurance attorney in New 
York, was engaged as counsel by the 
firm that was suspended. Mr. Rumsey 
arranged to reinstate the office, but a 
rival agency insisted that the reinstate- 
ment be delayed. This caused further 
friction and the dispute came to the at- 
tention of Samuel Untermeyer, who was 
at that time serving as voluntary coun- 
sel for a committee investigating the 
housing situation in New York state. 
Mr. Morton said that Mr. Untermeyer 
saw in the dispute of the members of 
the New York Exchange an opportunity 
to gain further publicity. Accordingly, 
he commenced to summons witnesses. 


R. MORTON explained the sys- 

tem of cross questioning provided 
under the New York law, under which 
the witness has no chance against a 
shrewd attorney. The witness may 
make no comment but must answer yes 
or no to all questions. Of especial in- 
terest was Mr. Morton’s comment: 
“That man Best (Alfred M. Best) is 
the one that got us into the trouble 
we are in today.” Mr. Morton provided 
a few more illuminating details when he 
explained that Mr. Best was invited 
by Mr. Untermeyer to spend the week- 
end at the latter’s town house on the 
Hudson. Mr. Best accepted the invi- 
tation and was later put on the stand. 
He was heralded as an insurance ex- 
pert and, Mr. Morton said, made an im- 
pression on the public that was very 
damaging to the companies. 

While all of the evidence being given 
before the Untermeyer committee was 
being published broadcast all over the 
country, the National Board was re- 
ceiving communications from agents 


and company officials asking, “Why 
don’t you do something? Why do you 
let this sort of thing go out without 
taking steps to counteract it?’ When 
the need of counter-propaganda became 
apparent, Mr. Morton said that the 
executive committee met and in 15 
minutes appropriated the means to 
carry on a campaign. The matter was 
referred to the public relations commit- 
tee, which in two days had its plans 
drawn up. It was seen that a news- 
paper man should be employed and that 
he further must be one who under- 
stood insurance. Accordingly, Cham- 
pion I. Hitchcock, president of the 
“Insurance Field,” was engaged. 


R. MORTON said that the attitude 

of the New York daily newspapers 
at the time that the companies were 
attempting to have their side of the 
case presented was amazing. The 
metropolitan dailies would not even 
print corrections of what were plain 
untruths. They contended that the cor- 
rections desired did not constitute news. 
They invited the companies to insert 
their statements in the advertising col- 
umns, but would not print the material 
offered as news matter. During all this 
time, Mr. Morton said, a mass of cor- 
respondence accumulated from newspa- 
pers and magazines. Letters of expla- 
nation were written to the publications 
which seemed seriously to desire the 
companies’ side of the case. This mat- 
ter will shortly be published in pamphlet 
form, Mr. Morton said. In concluding 
his explanation of the activities of Mr. 
Untermeyer, Mr. Morton said that the 
New York attorney finally agreed to 
discontinue his so-called investigation of 
the fire insurance, providing the com- 
panies would agree to make no attack 
on him. This the companies consented 
to, and the matter has been allowed to 
rest, Mr. Untermeyer now being in 
Europe for his health. 


N REFERRING to the advertise- 
ments that have appeared in the New 
York papers, Mr. Morton said that the 
National Board has received letters 
from officials in almost every line of 
business, indicating an interest in the 


Unethical Reinsurance Is Brought 
Up for Discussion on Thursday 


Con aens writing unethical re- 
insurance were put on the pan dur- 
ing the general discussion on Thursday. 
Cliff C. Jones of Kansas City said that 
the Kansas City reciprocals have always 
reinsured considerable of their liability 
with the stock companies. They have 
advertised that they are not liable above 
$7,500. Many reinsurance contracts 
held by stock companies with recipro- 
cals have been uncovered, until today 
there are few reputable or prominent 
stock companies with such connections. 
Mr. Jones said that rumors of stock 
companies being affiliated with mutuals 
and reciprocals for reinsurance purposes 
still persist. The frequency of the 
rumors would indicate that there must 
be some foundation for them, and Mr. 
Jones suggested that a committee be 
appointed by the National association 
to thoroughly investigate the subject 
and submit a report. 


L. STILES of San Antonio, Tex., 

e said that agents cannot expect 

the companies to clean house when the 
agents themselves are guilty of repre- 
senting mutuals as well as stock com- 


panies. Mr. Stiles asserted that agents 
will have to clean their own doorsteps 
before demanding that the companies be 
100 percent pure. Mr. Stiles said, 
“There are many among us who have 
built up their business by representing 
half mutuals and half stock companies. 
We cannot demand that stock com- 
panies cancel reinsurance arrangements 
with mutuals and reciprocals until all 
the members of this association have 
cleared their agencies of cooperative in- 
surance concerns.” Mr. Stiles said that 
the association should secure and pub- 
lish the names of all stock companies 
having reinsurance arrangements with 
mutuals or reciprocals. W. T. Green 
of Milwaukee said that a recent investi- 
gation had shown that few stock com- 
panies operating in Wisconsin were 
guilty of irregularities in connection 
with reinsurance arrangements, and 
Clyde B. Smith of Lansing, Mich., said 
that a similar investigation recently 
conducted by Michigan agents showed 
that practically all stock companies in 
the state were without mutual or re- 
ciprocal affiliations. 


articles, and a desire to have an op- 
portunity to read the entire series. 
Genuine interest has ‘been evidenced by 
business men generally, Mr. Morton 
said. 

Mr. Morton said that one of the most 
amusing things that have happened to 
him in connection with the publicity 
campaign by the National Board was a 
letter received by him from his sister 
in Maine. She was at a summer resort, 
when she saw in a New York news- 
paper the first advertisement printed by 
the National Board to which Mr. Mor- 
ton’s name was signed. She wrote, ask- 
ing, “When did you leave the Fire Asso- 
ciation? What is this new position that 
you are now holding? I think you are 


very foolish to take on added responsi- 
bility of this kind at your age.” 

As a wind-up to his talk, Mr. Morton 
pledged, in no uncertain terms, the sup- 





D. W. PIERCE 
President Los Angeles Exchange 


port of the National Board when he 
said, “There isn’t any reason in the 
world why we shouldn’t pull together, 
and so far as I have got anything to 
do with it, we will pull together.” 


Familiar Figures Missed 


Strangely enough, the attendance 
from the east, southeast and New Eng- 
land states was fairly large, while the 
delegations from the central west were 
slim. For some unknown reason the 
convention did not attract the agents 
in the middle-west, who are usually on 
hand at every meeting, and yet those 
situated 1,000 miles farther from the 
convention made the trip. Such well- 
known convention figures as W. A. 
Eldridge and Fred Guenther, of Detroit, 
Mich., Charles F. Hildreth of Freeport, 
Ill., and numerous other standbys did 
not go to Los Angeles. There was, of 
course, a large representation from all 
of the Pacific coast states. 


Companies Hold Open House 


Agents were interested visitors at the 
company headquarters established by a 
few of the leading companies. The 
North British group, the Henry Evans 
companies, the Fireman’s Fund and the 
Phoenix of England group held open 
house in rather elaborate quarters. 
These companies and a few others on a 
somewhat smaller scale were at the 
service of their agents on all occasions. 
Good cheer was dispensed at these 
service stations. In fact, what the com- 
panies had to offer proved to be so at- 
tractive that President Cox had to re- 
quest that these special headquarters be 
closed during the business sessions. 
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Greeting and Reports Given 
at First Convention Session 


President Fred J. Cox opened the 

twenty-sixth annual convention of 
the National Association on Wednesday 
morning. Clad in a natty gray suit, 
Mr. Cox, in his characteristically ener- 
getic manner, started the ball rolling. 
He asked, as a starter, that all of the 
company headquarters open for the 
convention and entertainment of agents 
be closed during the business sessions 
so as to permit of the fullest possible 
attendance. 


In introducing George 


F. President on the dot of 10 o’clock 


E. > Cryer, 


Ww, E. UNDERWOOD 
Editor American Agency Bulletin 


mayor of Los Angeles, Mr. Cox paid a 
handsome compliment to the city, re- 
minding his audience of the various ad- 
vantages and attainments of the most 
famous city on the Pacitic coast. In 
his address of welcome, Mayor Cryer 
said that Los Angeles is now tenth in 
population and seventh in manufactur- 
ing Importance. He told of the achieve- 
ments of the city and why and wherein 
it has gained eminence. The mayor’s 
talk was a gracious and well-worded 
welcome that made a very favorable 
Impression, 


THs formality dispensed with, Presi- 
dent Cox appointed the chairmen of 
the resolutions and nominating commit- 
tees. He explained that the other mem- 
bers of these two committees are chosen 
one from each state represented. He ap- 
pointed as chairman of the nominating 
committee Matt T. Mancha, president 
of the California Association, and as 
chairman of the resolutions committee, 
James T. Catlin, Jr., formerly president 
of the Virginia Association and at pres- 
ent chairman of the fire prevention 
committee of the National Association, 

Secretary-Treasurer Walter H. Ben- 
nett next read communications from 
those unable to be present, including 
Marshall J. Ellis of Macon, Ga.; K. V 
Rothschild, St. Paul (both members of 
the executive committee); the officials 
of the West Virginia Association, Tom 
Moffat of Newark, N. J., a personal and 
life-long friend of President Cox, and 
Maurice Harris of Macon, Ga. 
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HE outstanding feature of the first 

morning of the convention was the 
reading of the annual presidential ad- 
dress. President Cox offered a care- 
fully prepared resumé of his administra- 
tion. He dwelt at some length upon 
the major problems now confronting 
the National Association, including the 
question of the Broker vs. The Agent, 
Casualty Information Clearing House, 
compulsory automobile insurance, com- 
panies’ service departments, bank agen- 





cies, agents’ qualification laws, the 
Untermeyer investigation and hostile 
legislation. 

Mr. Cox stressed particularly the 
work done by the National Association 
in perfecting a uniform agents’ qualifi- 
cation law. He said that a measure ac- 
ceptable to both the conference com- 
mittee of the National Board and the 
insurance commissioners’ convention 
has been drafted and will be eventually 
presented for passage in the various 
state legislatures. This, Mr. Cox said, 
is the culmination of 25 years’ work on 
this one problem. Mr. Cox delivered 
his address in a decisive, crisp manner, 
his voice carried to all corners of the 
room. As usual, he exhibited an easy 
and confident attitude. As he especially 
emphasized the more important fea- 
tures of his address, he was frequently 
interrupted by applause, and at the con- 
clusion of his talk was given an ovation. 


AMES L. CASE of Norwich, Conn., 

followed Mr. Cox with a reading of 
his report as chairman of the executive 
committee. Mr. Case offered a number 
of suggestions based upon his two years 
of service. He referred especially to 
the National Association’s new plan of 
financing itself. Charles F. Wilson of 
Fitchburg, Mass., chairman of the fi- 
nance committee, next offered his re- 
port. Mr. Wilson explained the finan- 
cial condition of the National Associa- 
tion in its earlier days, when the dues 
were $2 annually. The figure was sub- 
sequently increased to $3, but during 
the entire early history of the National 
Association the principal burden was 
carried by a few of the stronger sup- 
porters. Mr. Wilson reviewed briefly 
the events of the past few years affect- 
ing the association’s finances. He told 


UUUQUQSRCNUUUUANARDUUUUURRUEGUQLLSGURAUUGLURNGE DODGE TT 


of the conditions that made necessary 
the adoption of a graded dues system at 
the last mid-year meeting. He strongly 
urged the complete cooperation of the 
various state associations in the carry- 
ing out of the financial plan that has 
now been adopted by the National As- 
sociation. Secretary-Treasurer Bennett, 
in his annual report, further explained 
the necessity of the increased dues that 
are now being collected from every 
state in the Union. Mr. Bennett’s re- 
port was, as usual, comprehensive and 
concise, 


"THE final place on the morning’s 
program was reserved for general 
discussion, but there seemed to be some 
hesitancy on the part of those present 
to freely express themselves. Cliff 
Jones of Kansas City asked if the Na- 
tional Association has done anything in 
the way of advocating motor theft pre- 
vention. He said that the automobile 
theft record is a big question in Mis- 
souri, and that there is a feeling on the 
part of a great many Missouri agents 
that some concerted action should be 
taken by the agents of the country with 
a view to reducing the abnormal thefts 
now being reported from all sections 
of the country. C. B. H. Loventhal of 
Nashville, Tenn., said that this question 
should be referred to the executive com- 
mittee, which in turn should pass the 
question on for action to the legislative 
committee. Practically all of the morn- 
ing of the first day was taken up with 
a reading of the annual reports, and 
the meeting adjourned following the 
brief discussion of Mr. Jones of the 
automobile theft situation. After ad- 
journment those attending posed for 
the usual convention photograph in 
front of the hotel. 


Local agents from the central west 
were glad to greet Wiley J. Littlejohn, 
former western manager of the North 
British & Mercantile, who now lives in 
this section. 
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SCENES AT LOS ANGELES HARBOR 




















Scene at Los Angeles Harbor, which operates over 40 steamship lines to 104 


world ports. 


Passenger and freight service is on regular schedule out of 


the fastest-growing harbor in the country. 


Matt T. Mancha—He 7 
Made Los Angeles Famous 


O*’ EVERY hand were heard words 
of praise for Matt T. Mancha of 
Los Angeles, president of the California 
association, who was general chairman 
of the convention committee. Mr, 
Mancha is one of the most energetic 
and capable local agents on the Pacific 


coast. He conducts a large and flour. 
ishing agency in Los Angeles. He is 
popular with California agents. It was 


Mr. Mancha who at the midyear meet. 
ing of the National association, held in 
Richmond, Va., made officials of the 
National association see the importance 
of the bank agency question. It was 
also Mr. Mancha who was very largely 





MATT T. MANCHA, Los Angeles 
President California Association 


responsible for bringing the 1921 con- 
vention of the National association to 
Los Angeles. Mr. Mancha gave gen- 
erously of his time and energy to the 
preparation of convention, hotel and 
entertainment arrangements. He gath- 
ered about him a splendid corps of as- 
sistants. He chose as committee chair- 
men men able to carry their work 
through to a conclusion. 

Of especial help to Mr. Mancha were 
Norman M. Jack, chairman, automobile 
committee; Sam Behrendt, chairman, 
entertainment committee; Baldwin Starr, 
chairman, hotel committee; Alex Mc- 
Keigan, chairman, publicity committee; 
Norman E. Branch, chairman, badge 
committee; Vernon C. Bogy, chairman, 
finance committee; C. T. Manwaring, 
chairman, legislative committee; Hugo 
Burgwald, chairman, reception commit- 
tee, and W. P. Battelle, chairman, trans- 
portation committee. Dick Alter was 
in general charge of the get-together 
dinner Tuesday night, which was a 
notable success. 


Hotel Magnificent 


Never before in the history of the 
National association were such luxurt- 
cus and magnificent quarters occupied 
for the convention headquarters as those 
used at the Los Angeles meeting. The 
Ambassador Hotel, official convention 
headquarters, is one of the most elabor- 
ately and completely equipped hostelries 
in America, situated far from the busi- 
ness district and located in the heart 
of an exclusive residence section. The 
environment is all that could be, de- 
sired. The hotel is large and spacious, 
the hall used for the business sessions 
is the largest that ever housed an an- 
nual convention of the National asso- 
ciation. Everyone expressed great 
satisfaction over the hotel arrangements 
and the comforts and conveniences at 
the disposal of those in attendance. 





Mrs. Fred J. Cox and Mrs. James L. 


-Case accompanied their husbands to the 


National convention. 
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Business Life Insurance Now Recognized 


As Permanent Economic Factor 


Executive Ability An Asset 
And a Loss if Displaced 





USINESS insurance is now recog- 

nized as an economic factor in in- 
demnity for the loss of capital and brains. 
The death of a man closely identified 
with a business cannot but result ina 
shock to the organization, possibly af- 
fecting its financial credit, its business- 
getting ability or its efficiency of opera- 
tion, all of which may bring about 
pecuniary loss. 


Hence it is both wise and prudent 
for business concerns to have the lives 
of men whose death would affect them 
in this way properly protected by life 
insurance, thus assisting to tide over 
temporary difficulties and provide for 
continuance. 


A man who has great executive abil- 
ity, or whose knowledge assists in shaping 
the destiny of a business is of distinct 
economic value to the organization, and 
the same may be said of the Financial 
Man in touch with business conditions, 
banks and bankers, etc. 


It is also true of the Sales Manager, 
whose ability and tact has developed 
the producing factor. It may also be the 
Buyer of the concern, whose knowledge 
of market conditions leads to closer trad- 
ing and better profits. It may be the 


Foreman of the shop, whose skill and . 


industry have become a permanent and 
substantial part of the business. 


The loss of any one of these may 
throw the organization out of gear, re- 
sulting in disarrangement and actual loss. 


All business men recognize the need 
of adequate fire insurance protection for 
their credit—in fact, they could get no 
credit if they did not have this insur- 
ance, and yet loss by fire is infrequent 
and may never occur, but death is cer- 
tain to come sooner or later. 


Here is developed a great need for 
life insurance, and it would seem that 
good business judgment would prompt 
the setting aside of the life insurance 
premium among the fixed charges of a 
business concern. 


The life insurance policy is easily 
adaptable to varying conditions— to re- 
place ability and brains, to safeguard 
credit, to buy out a retiring partner’s 
interest, to satisfy the estate of the de- 
ceased member, to establish an emerg- 
ency fund to tide over reorganization. 


In contracts of this description Se- 
curity of the indemnity will be the first 
thought of the careful business man, and 
in this respect this Company offers.the 
very best. 
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Greeting and Reports Given 
at First Convention Session 


XACTLY on the dot of 10 o’clock 

President Fred J. Cox opened the 

twenty-sixth annual convention of 
the National Association on Wednesday 
morning. Clad in a natty gray suit, 
Mr. Cox, in his characteristically ener- 
getic manner, started the ball rolling. 
He asked, as a starter, that all of the 
company headquarters open for the 
convention and entertainment of agents 
be closed during the business sessions 
so as to permit of the fullest possible 
attendance. 


In introducing George E. Cryer, 
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mayor of Los Angeles, Mr. Cox paid a 
handsome compliment to the city, re- 
minding his audience of the various ad- 
vantages and attainments of the most 
famous city on the Pacific coast. In 
his address of welcome, Mayor Cryer 
said that Los Angeles is now tenth in 
population and seventh in manufactur- 
ing importance. He told of the achieve- 
ments of the city and why and wherein 
it has gained eminence. The mayor’s 
talk was a gracious and well-worded 
welcome that made a very favorable 
impression. 


THs formality dispensed with, Presi- 
dent Cox appointed the chairmen of 
the resolutions and nominating commit- 
tees. He explained that the other mem- 
bers of these two committees are chosen 
one from each state represented. He ap- 
pointed as chairman of the nominating 
committee Matt T. Mancha, president 
of the California Association, and as 
chairman of the resolutions committee, 
James T. Catlin, Jr., formerly president 
of the Virginia Association and at pres- 
ent chairman of the fire prevention 
committee of the National Association. 

Secretary-Treasurer Walter H. Ben- 
nett next read communications from 
those unable to be present, including 
Marshall J. Ellis of Macon, Ga.; K. V. 
Rothschild, St. Paul (both members of 
the executive committee); the officials 
of the West Virginia Association, Tom 
Moffat of Newark, N. J., a personal and 
life-long friend of President Cox, and 
Maurice Harris of Macon, Ga. 
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HE outstanding feature of the first 

morning of the convention was the 
reading of the annual presidential ad- 
dress. President Cox offered a care- 
fully prepared resumé of his administra- 
tion. He dwelt at some length upon 
the major problems now confronting 
the National Association, including the 
question of the Broker vs. The Agent, 
Casualty Information Clearing House, 
compulsory automobile insurance, com- 
panies’ service departments, bank agen- 


cies, agents’ qualification laws, the 
Untermeyer investigation and hostile 
legislation. 

Mr. Cox stressed particularly the 


work done by the National Association 
in perfecting a uniform agents’ qualifi- 
cation law. He said that a measure ac- 
ceptable to both the conference com- 
mittee of the National Board and the 
insurance commissioners’ convention 
has been drafted and will be eventually 
presented for passage in the various 
state legislatures. This, Mr. Cox said, 
is the culmination of 25 years’ work on 
this one problem. Mr. Cox delivered 
his address in a decisive, crisp manner, 
his voice carried to all corners of the 
room. As usual, he exhibited an easy 
and confident attitude. As he especially 
emphasized the more important fea- 
tures of his address, he was frequently 
interrupted by applause, and at the con- 
clusion of his talk was given an ovation. 


AMES L. CASE of Norwich, Conn., 

followed Mr. Cox with a reading of 
his report as chairman of the executive 
committee. Mr. Case offered a number 
of suggestions based upon his two years 
of service. He referred especially to 
the National Association’s new plan of 
financing itself. Charles F. Wilson of 
Fitchburg, Mass., chairman of the fi- 
nance committee, next offered his re- 
port. Mr. Wilson explained the finan- 
cial condition of the National Associa- 
tion in its earlier days, when the dues 
were $2 annually. The figure was sub- 
sequently increased to $3, but during 
the entire early history of the National 
Association the principal burden was 
carried by a few of the stronger sup- 
porters. Mr. Wilson reviewed briefly 
the events of the past few years affect- 
ing the association’s finances. He told 


of the conditions that made necessary 
the adoption of a graded dues system at 
the last mid-year meeting. He strongly 
urged the complete cooperation of the 
various state associations in the carry- 
ing out of the financial plan that has 
now been adopted by the National As- 
sociation. Secretary-Treasurer Bennett, 
in his annual report, further explained 
the necessity of the increased dues that 
are now being collected from every 
state in the Union. Mr. Bennett’s re- 
port was, as usual, comprehensive and 
concise. 


"THE final place on the morning’s 
program was reserved for general 
discussion, but there seemed to be some 
hesitancy on the part of those present 
to freely express themselves. Cliff 
Jones of Kansas City asked if the Na- 
tional Association has done anything in 
the way of advocating motor theft pre- 
vention. He said that the automobile 
theft record is a big question in Mis- 
souri, and that there is a feeling on the 
part of a great many Missouri agents 
that some concerted action should be 
taken by the agents of the country with 
a view to reducing the abnormal thefts 
now being reported from all sections 
of the country. C. B. H. Loventhal of 
Nashville, Tenn., said that this question 
should be referred to the executive com- 
mittee, which in turn should pass the 
question on for action to the legislative 
committee. Practically all of the morn- 
ing of the first day was taken up with 
a reading of the annual reports, and 
the meeting adjourned following the 
brief discussion of Mr. Jones of the 
automobile theft situation. After ad- 
journment those attending posed for 
the usual convention photograph in 
front of the hotel. 


Local agents from the central west 
were glad to greet Wiley J. Littlejohn, 
former western manager of the North 
British & Mercantile, who now lives in 
this section. 
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Scene at Los Angeles Harbor, which operates over 40 steamship lines to 104 


world ports. 


Passenger and freight service is on regular schedule out of 


the fastest-growing harbor in the country. 
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Matt T. Mancha—He 
Made Los Angeles Famous 


N EVERY hand were heard words 

of praise for Matt T. Mancha of 
Los Angeles, president of the California 
association, who was general chairman 
of the convention committee. Mr, 
Mancha is one of the most energetic 
and capable local agents on the Pacific 


coast. He conducts a large and flour. 
ishing agency in Los Angeles. He is 
popular with California agents. It was 


Mr. Mancha who at the midyear meet. 
ing of the National association, held in 
Richmond, Va., made officials of the 
National association see the importance 
of the bank agency question. It was 
also Mr. Mancha who was very largely 





MATT T. MANCHA, Los Angeles 
President California Association 


responsible for bringing the 1921 con- 
vention of the National association to 
Los Angeles. Mr. Mancha gave gen- 
erously of his time and energy to the 
preparation of convention, hotel and 
entertainment arrangements. He gath- 
ered about him a splendid corps of as- 
sistants. He chose as committee chair- 
men men able to carry their work 
through to a conclusion. 

Of especial help to Mr. Mancha were 
Norman M. Jack, chairman, automobile 
committee; Sam Behrendt, chairman, 
entertainment committee; Baldwin Starr, 
chairman, hotel committee; Alex Mc- 
Keigan, chairman, publicity committee; 
Norman E. Branch, chairman, badge 
committee; Vernon C. Bogy, chairman, 
finance committee; C. T. Manwaring, 
chairman, legislative committee; Hugo 
Burgwald, chairman, reception commit- 
tee, and W. P. Battelle, chairman, trans- 
portation committee. Dick Alter was 
in general charge of the get-together 
dinner Tuesday night, which was a 
notable success. 


Hotel Magnificent 


Never before in the history of the 
National association were such luxurt- 
cus and magnificent quarters occupied 
for the convention headquarters as those 
used at the Los Angeles meeting. The 
Ambassador Hotel, official convention 
headquarters, is one of the most elabor- 
ately and completely equipped hostelries 
in America, situated far from the busi- 
ness district and located in the heart 
of an exclusive residence section. The 
environment is all that could be, de 
sired. The hotel is large and spacious, 
the hall used for the business sessions 
is the largest that ever housed an an- 
nual convention of the National asso- 
ciation. Everyone expressed great 
satisfaction over the hotel arrangements 
and the comforts and conveniences 2 
the disposal of those in attendance. 


Mrs. Fred J. Cox and Mrs. James L. 


-Case accompanied their husbands to the 


National convention. 
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Business Life Insurance Now Recognized 


As Permanent Economic Factor 


Executive Ability An Asset 
And a Loss if Displaced 





USINESS insurance is now recog- 

nized as an economic factor in in- 
demnity for the loss of capital and brains. 
The death of a man closely identified 
with a business cannot but result in a 
shock to the organization, possibly af- 
fecting its financial credit, its business- 
getting ability or its efficiency of opera- 
tion, all of which may bring about 
pecuniary loss. 


Hence it is both wise and prudent 
for business concerns to have the lives 
of men whose death would affect them 
in this way properly protected by life 
insurance, thus assisting to tide over 
temporary difficulties and provide for 
continuance. 


A man who has great executive abil- 
ity, or whose knowledge assists in shaping 
the destiny of a business is of distinct 
economic value to the organization, and 
the same may be said of the Financial 
Man in touch with business conditions, 
banks and bankers, etc. 


It is also true of the Sales Manager, 
whose ability and tact has developed 
the producing factor. It may also be the 
Buyer of the concern, whose knowledge 
of market conditions leads to closer trad- 
ing and better profits. It may be the 


Foreman of the shop, whose skill and . 


industry have become a permanent and 
substantial part of the business. 


The loss of any one of these may 
throw the organization out of gear, re- 
sulting in disarrangement and actual loss. 


All business men recognize the need 
of adequate fire insurance protection for 
their credit—in fact, they could get no 
credit if they did not have this insur- 
ance, and yet loss by fire is infrequent 
and may never occur, but death is cer- 
tain to come sooner or later. 


Here is developed a great need for 
life insurance, and it would seem that 
good business judgment would prompt 
the setting aside of the life insurance 
premium among the fixed charges of a 
business concern. 


The life insurance policy is easily 
adaptable to varying conditions— to re- 
place ability and brains, to safeguard 
credit, to buy out a retiring partner’s 
interest, to satisfy the estate of the de- 
ceased member, to establish an emerg- 
ency fund to tide over reorganization. 


In contracts of this description Se- 
curity of the indemnity will be the first 
thought of the careful business man, and 
in this respect this Company offers.the 
very best. 
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Annual Address of the President 


By FRED J. COX 


HE National Association of Insur- 

ance Agents, the recognized spokes- 

man for the fire, casualty and surety 
local agents of the country, is more 
highly respected, influential, and a more 
potent force for good in the business 
than ever in its history. 

The organization, founded in 1896 “to 
promote good practices in underwrit- 
ing,” representing particularly the 
agents’ point of view, has so developed 
in breadth of vision that today the prin- 
ciples for which it stands are beneficial 
equally to the companies and the insur- 
ing public as well. With the interests 
of the local agent its chief concern, it 
stands firmly on the ground that no 
business, no trade organization can to- 
day justify its existence and those it 
seeks to represent unless its actions are 
based on fair, open dealing with all oth- 
ers, either outside or within its ranks. 

This spirit of formulating association 
principles with the point of view of the 
public and the company ever in mind 
has been largely responsible for the 
splendid position our organization occu- 

- pies today. 





PLATT WHITMAN 
Wisconsin Insurance Commissioner 


UR association has a long record of 

worthy achievement in contribut- 
ing to the welfare of the insurance 
agent, and by the same token, the busi- 
ness as a whole. 

Rebating, a thing now legally ostra- 
cized by state law almost country-wide, 
was first combated in the fire business 
by our organization. 

The National association is entirely 
responsible also for that doctrine, rec- 
ognized unanimously by all reputable 
fire insurance companies, which secures 
to the agent the fruits of his labors— 
the ownership of his expirations. 

The association has approved the un- 
derlying principle expressed in resident 
agent laws, many of which have been 
in force for years in the various states, 
believing that fire insurance economics 
demand the throwing of every safe- 
guard around the American Agency 
System—that machinery which insures 
to the local fire insurance agent his po- 
sition as agent, remunerated on the 
commission basis in the territory for 
which his company has given him its 
certificate of authority and “which pre- 
vents the writing of business in his ter- 
ritory “over his head” without his 
knowledge and consent and on which he 
obtains no commission whatever. 


VERY insurance agent in the United 
States owes lasting gratitude to the 
National association for the accepted 


opinion among fire companies and 
agents that overhead writing, by either 
company or agent, is as ethically repre- 
hensible as “stealing the pennies from a 
dead man’s eyes.” 

Multiple agencies, underwriters’ agen- 
cies, have long been regarded with un- 
easiness and apprehension by the asso- 
ciation, but the application of proper 
restrictive rules dealing with these prob- 
lems, as vexatious to the fire companies 
as to ourselves, has become more the 
concern of the local board, familiar with 
conditions differing in every community, 
than of the national body. 

The question of broker vs. agent—the 
fear lest the broker principle may exter- 
minate the agent principle in handling 
the business—has been and remains one 
of our problems. 

The National association has advo- 
cated to its members as the antidote, 
“better service than that rendered by 
the broker,” and has taken for itself the 
task of influencing the companies that 
they do not “stack the cards” in favor of 
the broker and against the agent be- 
cause of the broker’s greater power of 
massed premiums. 

The association knows that in the 
long run agency service need fear no 
competition from broker service pro- 
vided the companies allow the big 
broker no privileges withheld from the 
local agent. 


E believe the vast majority of 

“agency” companies—and by that 
we mean companies that are known to 
us as notably interested in preserving 
the agents’ rights—whole-heartedly 
agree with the National association in 
this matter, but it is a matter of regret 
that there are companies which discrim- 
inate in the broker’s favor to the agent’s 
detriment. Only recently we have be- 
come familiar with the attitude of a 
large fire insurance company which al- 
lows a prominent New York brokerage 
concern a contingent commission on 
their writings, wherever located, irre- 
spective of state laws and underwriting 
rules. This, understand, a commission 
in addition to the customary brokerage 
earned by the house in the usual way. 

Perhaps it may also be of value at 
this time to mention the activities of a 
company which assists brokers to cut 
the rate and avoid the underwriting 
rules and laws of various states, itself 
an admitted company thus amenable to 
state laws and supervision, by reinsur- 
ing a broker-fed non-admitted com- 
pany which does the dirty work for it 
and acts as the camouflage and which 
is, of course, difficult for the far-away 
insurance commissioners to reach. 

This is the kind of broker competi- 
tion which the local agent objects to 
and which the National association 
urges those few companies which assist 
in it for the benefit of the big broker to 
abandon for the good of the agent and 
of the whole business. 


HE National association has op- 
posed vigorously the socialistic ten- 
dency of governmental activities. It has 
been successful in many states in show- 
ing lawmakers the fallacy of monopo- 
listic state compensation funds. Dur- 
ing the past year, in addition to the 
usual offerings of this sort in various 
states, we have given a great deal of 
consideration to the monopolistic com- 
pensation bill for the District of Co- 
lumbia, known as the Fitzgerald-Jones 
bill, recognizing the exceeding danger 
of a measure of this sort receiving en- 
dorsement by the federal government. 
We have also called our members’ 
attention to the McFadden-Kenyon bill, 
which is a rare specimen, even in this 


day and generation, of a measure en- 
couraging the government to embark 
in all sorts of socialistic insurance 
propositions. Neither bill has yet passed 
either branch of congress, and we cer- 
tainly hope they never will. 

Your association has also opposed 
bills in state legislatures to fix agents’ 
commissions, and has in general adopted 
a policy of opposing paternalism in gov- 
ernment. We will do all we can to sup- 
port the president of the United States 
in his avowed intention of keeping gov- 
ernment so far as possible out of busi- 
ness. As has been so well said, “The 
hand of the government in business is 
the hand of death.” 


HIS association, together with the 

Association of Casualty & Surety 
Agents and the casualty insurance com- 
panies, has given much thought of late 
to nonagency mutual competition. Out 
of this has grown the incorporation of 
the Casualty [Information Clearing 
House, which seeks to convey to the 
casualty agents of the country carefully 
worked-out analyses and facts which 
may be of benefit to them in demon- 
strating the superior value of agency 
stock casualty insurance over other 
forms. This institution, managed by 
companies and agents, is in its infancy 
of usefulness; it deserves your hearty 
support. 

The casualty business is still in a 
state of flux—apparent to agents and 
assured by the many changes in rates. 
The tendency of state legislatures at 
each session to appease organized labor 
by enacting new or amending existing 
laws in an effort to increase the benefits 
to employes, is responsible in a great 
measure for this source of irritation in 
the business so far as compensation 
rates are concerned. Nevertheless, we 
profoundly hope the day will soon come 
when this important business will be- 
come more thoroughly adjusted to the 
demands upon it and a period of rate 
stability ensue. If too much time is 
taken before this happy fulfillment, 
further excuse is offered to state legis- 
latures to intervene to the detriment of 
companies and agents. 


~ this connection I would have you 
seriously consider the growing 
tendency in the states to seek com- 
pulsory automobile insurance legisla- 
tion. Increasing automobiie accidents 
caused by uninsured or financially irre- 
sponsible owners or drivers are respon- 
sible to a great degree for this agitation. 

The corollary of compulsory automo- 
bile insurance is monopolistic automo- 
bile state funds. Accident prevention is 
important. The National association 
should play its part in this work as it 
has in the more widely known move- 
ment of fire prevention. We must be 
up and doing if we would save this 
branch of our business from the political 
job hunter and maker of socialistic gov- 
ernment insurance bureaus. 

We should also be aware of the grow- 
ing tendency to self-insurance. Only 
better salesmanship by the agency force 
can clarify and convince those whose 
minds are thus clouded; salesmanship 
followed by service to the assured, real 
service. In these depressing times we 
must be more keenly alert to justify 
our profession as valued counsellors on 
insurance, 

I present for your consideration the 
subject of Lloyds’ competition which 
has so far been an unsolved problem. 
Although where not authorized to do 
business, they do so nevertheless and 
the agent finds himself without rem- 
edies. What can we do? Perhaps our 
friends, the insurance commissioners, 


can give us valuable suggestions. | 
am of the opinion that this problem 
will need more careful attention in the 
future. 


URING the past year we have be 
come more conscious of the exist. 
ence among our fire companies of their 
brokerage service department. Prop- 
erly operated this piece of insurance 
machinery is of much utility to com. 
panies and agents. If improperly oper- 
ated it is of no little injury to agents, 
In a certain large city one of our big. 
gest fire companies has, through the 
subversion of this system set up an- 
other which is virtually a nonrecording 
agency plant—paying full agency com- 
missions to brokers who perform no 
service commensurate with that of the 
local agent of the same company in the 
same community, who writes and signs 
his own policies and has the usual over- 
head expense necessary to a bonafide 
agency. 
Service departments, which in the 
mad race for premiums in company 
competition to secure the brokers’ 





WILLIAM STEPHENS, Los Angeles 
Ex-president California Association 


business, tend to break down rating uni- 
formity, proper underwriting rules and 
state laws, to which all agents must 
adhere, sometimes carrying excess com- 
missions not available to the agent, are 
not an unmixed blessing. Again, too 
much dependence by the agents on the 
companies to send them the premiums 
gathered in by these departments is 
likely to breed in us a spirit of neglect 
of duty—duty to the insuring public 
and ourselves, 

_In proportion as we become the re- 
cipients of such rewards of service per- 
formed by the companies we diminish 
our value to them. 

Therefore, it seems to me that we 
should keep our eyes open in respect 
of the brokerage service departments. 
We should, by pushing our own service 
work to the assured to the furthest 
limits, depend less on the premiums sent 
to us gratis by the companies. 


HE National Association of Insur- 

ance Agents owes a profound debt to 
the California Association of Insurance 
Agents. I do not refer to their gener- 
ous, thoughtful hospitality, which is and 
always will be proverbial, but to the 
warning you gave us at the Richmond 
mid-year meeting of 1920, when your 
president, Matt Mancha, so earnestly 
described your difficulties with the 
Stockholders’ Auxiliary Corporation and 
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millions of homes, stands indemnity. 
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Western Department 
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American Banking, American Labor, Ameri- 
can Commerce, American Agriculture co-operate in 
their endeavor for “America Fore.” And in them all 
is invested the millions in assets of American Insurance. 


The time has come when America’s Indus- 
tries, realizing their debt, are demanding the indemnity 
provided by American Companies. 
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predicted the extension of the bank 
agency system throughout the whole 
country unless the national organiza- 
tion energetically joined you in your 
fight for a great principle. You blazed 
the trail and we are grateful to you 
for it. 

Since then we have energetically op- 
posed the further extension of bank 
agencies in the insurance business from 
one end of our country to the other; 
and today we have assurances from an 
overwhelming majority of company 
executives that the National association 
is right in its contentions. I am happy 
to say that we have every reason to 
thank the fire companies for their 
hearty cooperation in this important 
matter and you will be gratified to know 
that this support is not confined to 
words alone, but has resulted in the 
practical abstention of new bank agency 
appointments by the great majority of 
underwriters. The policy of concilia- 
tion, conference and cooperation so as- 
siduously preached and practiced by this 
organization during recent years has 
here amply justified itself and borne 
abundant fruit. 


OR years without number, state con- 

ventions and national conventions 
have debated, discussed and resolved, 
world without end, with regard to 
agency qualification laws. Attempts 
have been made over and over again to 
find some common justifiable ground 
on which agents, companies and legis- 
lators could stand in the framing of 
uniform legislative enactments calcu- 
lated to raise the standard of the agents 
throughout the country. 

Some years ago the National associa- 
tion agreed that knowledge of the con- 
tract should be the sine qua non of 
proper agents’ qualification laws. Two 
years ago the association secured the 
means of communication with the great 
body of fire companies and the insur- 
ance commissioners of the country by 
the appointment of conference com- 
mittees accredited to the National As- 


sociation of Insurance Agents from the 
National Board of Fire Underwriters 
and the National Convention of Insur- 
ance Commissioners. 


With the appointment of these com- 
mittees began our intensive campaign 
to reach a mutual agreement on a uni- 
form qualification law which the Na- 
tional association could recommend to 


‘its state units as not objectionable to 


the fire insurance companies and the 
insurance commissioners. It has been 
a difficult and arduous task by reason 
of the many conflicting points of view, 
but we are pleased to announce its suc- 
cessful fulfillment. The conference 
committee which was named by the 
National Board in conference with us 
in July last, agreed on a suggested law 
satisfactory tous. The conference com- 
mittee of the Convention has approved 
the same proposition. We may now, as 
a national organization, suggest to our 
state associations a measure which will 
not be attacked by either the Commis- 
sioners’ Convention, representing the 
public, or the fire companies themselves, 
which have a vital interest in such laws. 
Here, again, we acknowledge our appre- 
ciation for company cooperation shown 
in a striking and practical manner. 


N referring to a few of the many 

subjects with which the National as- 
sociation has concerned itself, I have 
purposely left to the last the topic which 
is uppermost today in the minds of 
many students of fire insurance who 
think beyond the confines of the busi- 
ness itself, 

Thoughtful agents have been amazed 
in past years by the conglomerate mass 
of undigested bills introduced in the 
legislatures of the states directed 
against fire insurance; bills of every and 
all sorts, “half- baked, ” abounding in 
error, displaying not only an inordinate 
amount of ignorance but an astonishing 
degree of hostility to a business which 
is both legitimate and indispensable to 
the prosperity of the state. 

So varied, versatile and constant have 


these demagogic sallies become that no 
small part of organized agency effort 
has been directed to the education of 
certain legislators that they might come 
to realize that fire insurance, a clean 
institution, possesses no hidden laby- 
rinths of crookedness through the ex- 
posure of which the politician becomes 
a statesman and received the usual 
emoluments and rewards of political 
advancement from an admiring constit- 
uency. Political fortunes built on the 
foundations of legislative investigation, 
whether of honest intent or not, have 
ever been a remarkable product of our 
democratic government. 


ISSISSIPPI has distinguished it- 

self along these lines this year, as 
you know. A bunch of odoriferous 
“ward heelers,” unfortunately, occupy- 
ing, through the vagaries of politics, 
state offices of dignity and power, 
singled out the fire insurance companies 
as their prey, their “easy meat,” as the 
vulgar saying runs, at the same time 
raising the old familiar moth-eaten cry 
of the wicked corporations mulcting an 
innocent and unsuspecting public—a 
smoke screen to conceal their own con- 
temptible plans for selfish gain. No need 
to go further into the story than to 
predict that before the curtain falls on 
this Captain Kidd adventure, the fight- 
ing blood of honorable companies and 
agents, each acting for their respective 
legitimate interests, with no apologies 
for uncommitted crimes, will win a vic- 
tory which will long be remembered in 
the camps of predatory salesmen! 


UITE recently your attention has 

been called to a so-called “hous- 
ing investigation” in New York City 
presided over by Samuel Untermeyer. 
Through the methods employed by this 
distinguished counsel of a legislative 
committee, the intelligence and under- 
standing of the entire country have been 
abused by the creation of an impression 
that something is rotten in the fire in- 
surance business, and that this putre- 


faction can be removed only by sanitary 
legislation of a revolutionary and sweep- 
ing character dictated by aforesaid 
distinguished counsel. So our highly 
technical business, essential to the 
credit structure of the country, to whose 
development company officials and 
agents have given lives of thoughtful 
study, never ceasing in their efforts to 
make it more and more responsive to 
the increasing public demands upon it, 
is to be again remodeled over night by 
men whose knowledge of insurance 
must of necessity be superficial, to 
speak mildly. 

What is the meaning of all this? Is 
the public antagonistic to our business? 
Are all these inquisitorial activities sur- 
face indications of a well defined, deep 
prejudice against our honorable calling? 
However we may answer this query, we 
would be devoid of common sense if 
we did not take stock of the situation 
and examine our insurance household 
to see if it be entirely in good order, 

We all know the fire insurance busi- 
ness is fundamentally sound and we 
are proud of the effective service it 
renders. We are not “criminals” nor 
“conspirators” and fear no investigation 
so conducted that the real truth, not 
sensational half-truths, is brought be- 
fore the public. Where our difficulty 
lies is in making clear to the public the 
inherent intricacies of this highly scien- 
tific business of ours. If the people un- 
derstood fire insurance as we do, poli- 


ticians would not consider us such a 


fertile field for exploitation. 


HE agent is the only one who can 

effectively take the “mystery” out of 
fire insurance. By painstaking explana- 
tion and by rendering constantly super- 
service to our customers, much mis- 
understanding will be removed. We 
should try to have our clients realize 
that ours is the only business on earth 
that is constantly seeking to reduce the 
selling price of its product to the pur- 
chaser and at the same time enhancing 

(CONTINUED ON PAGE 58) 
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The Liverpool & London & Globe In- 
surance Company Ltd. and The. Star 
Insurance Company of America take 
advantage of this occasion to state to 
the insurance agents of the United 
States that these companies have the 
same ideals as the National Associa- 
tion of Insurance Agents, believing 
that those ideals are for the better- 
ment of the business from the stand- 
point of the Local Agents Companies 
and the insuring public. 
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Some Restrictive Clauses, 
Rules and Regulations 


and regulations which are irritat- 

ing and unnecessary to fire un- 
derwriting and vary in different com- 
munities,” brought out more lively and 
spirited discussion at the open meeting 
on Wednesday afternoon than any 
other subject. Apparently, agents 
everywhere feel that the time for greater 
uniformity in the writing of fire insur- 
ance has arrived. The expressions heard 
when this topic was being discussed in- 
dicate that agents feel that they are be- 
ing overburdened with a multiplicity of 


Fe aden restrictive rules, clauses 


forms, rules and regulations that are, in. 





A. L. CLEMONS, Cincinnati 
Chairman Legislative Committee 


a large measure, unnecessary and am- 
biguous. 

H. Parsons of Cleveland said that 
in these clauses are most of the mys- 
teries in the public mind, as far as fire 
insurance is concerned. Mr. Parsons 
said that there is no reason why special 
forms should have to be attached pro- 
viding a lightning clause, vacancy per- 
mit, thirty-day permit, other insurance 
permitted, etc. These should be em- 
bodied in the policy contract itself. The 
policyholder who analyzes his contract 
often says, Mr. Parsons stated, that the 
clauses take away all that the body of 
the policy contract itself promises. The 
day will come, Mr. Parsons said, when 
the policy proper will cover against fire 
and lightning and any peculiar individ- 
ual hazard, and that will be all there 
will be to it. The cost of the contract 
will be regulated in the rate and the 
assured provided with a simple, clear- 
cut policy. It is confusing and irritat- 
ing and particularly to large assureds, 
Mr. Parsons said, to have to wade 
through and attempt to understand the 
numerous clauses that are attached to 
the average fire insurance contract. 


HOMAS MALONEY of Spokane, 

Wash., contended that all of the 
clauses now being used are necessary 
for the protection of the companies, 
that the present system of underwriting 
has stood the test of time, and that it 
would be dangerous to attempt to elimi- 
nate clauses now attached, and provide 
all the coverage in one policy. The rest 
of the speakers who discussed this topic 
did not agree with Mr. Maloney. 

Henry C. Young of Norfolk, Va., said 
chat a large number of the clauses now 
in use are unnecessary and could be 
easily dispensed with. He styled the 
three-fourths value clause as an iniquity 


and stated that it has never prevented 
a crook from collecting a loss and never 
will. 


R. MANCHESTER of Cleveland 

e said that the principal thing to 
consider is the effect on the assured. 
Under the present rules and state laws 
it is quite frequently impossible to pro- 
vide a form for an assured on proper- 
ties in various states that is acceptable 
to both the companies and the state 
authorities. Even the lightning and co- 
insurance clauses differ in the various 
states. As an example of how far the 
companies often lean in the direction 
of demanding clauses, Mr. Manchester 
cited the instance of companies in a 
section of Ohio that require the use of 
the three-fourths value clause on broom 
corn, because some years ago an un- 
favorable experience on the class was 
produced. 


HOS. H. ANDERSON of San Fran- 
cisco, Pacific coast manager of the 
Liverpool & London & Globe, said that 
every forward-looking underwriter to- 
day is striving for greater uniformity 
it the writing of the business. Mr. An- 
derson made the point that the thing 
to strive for is a uniform rating method. 
The basis of the rates will always differ 
in the various states, he explained, but 
the method of compiling a rate should 
be the same in all commonwealths of 
the nation. Mr. Anderson said that 
property owners cannot understand why 
there is such conflict in the require- 
ments in different states. He said that 
large corporations are hiring insurance 
experts to handle their insurance af- 
fairs. These men are out of sympathy 
with the underwriting procedure of to- 
day. They feel that there is no good 
reason why there cannot be greater 
uniformity in fire insurance practice. 
William L. Stiles of San Antonio, 
Tex., said that several of the clauses 
now in use are simply irritating and 
bothersome and serve no good purpose. 
He said that if an agent were insur- 
ing property only in one state, there 


would be no objection, but that nearly 
all agents controlling any volume of 
business handle the properties of Policy. 
holders with holdings in several states, 
It is when an agent makes an effort to 
cover all of the properties under a 
blanket policy that he commences to 
get into difficulties. Mr. Stiles cited 
several instances out of his own ex. 
perience. 


W P. BATTELLE of Los Angeles 
-submitted that uniform underwrit. 
ing practice is all right for small risks, 
but that for the bigger lines there must 
be individual treatment. He said that 
if the writing of fire insurance is to be. 
come automatic and mechanical, the 
business will reduce itself to a nickel j in 
the slot proposition. Large risks, Mr, 
Battelle said, always present some in. 
dividual features, and these will have to 
be covered by special provisions. 





J. A. GIBERSON, Alton, Ill. 
Regional Vice-President 
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How.Big Organizations 
Have Gotten Together 


N introducing John B. Morton, presi- 
I dent of the National Board, and vice- 

president of the Fire Association, 
who gave an address on “What Is the 
Matter With Business?” President Fred 
J. Cox made some very interesting ref- 
erences to the progress that has been 
made by the National Association in 
more recent years. He said that only 
four years ago there was no means of 
communication between the organized 
fire companies of the country and the 
National Association of Insurance 
Agents. In fact, the National Associa- 
tion was regarded by the large major- 
ity of company officials as a labor union 
proposition. The personal relations be- 
tween agents and the companies they 
represented were satisfactory enough, 
but no spirit of harmony or real under- 
standing could be established between 
the agents’ organization and the organ- 
izations of the companies. 


EALIZING this the then heads of 

the National Association began a 
campaign to make their principals real- 
ize that a national agents’ organization 
was necessary and important, and that 
agents can be dealt with through an or- 
ganization as satisfactorily as by indi- 
vidual contact. 

Mr. Cox reminded his audience that 
a few years ago the president of the 
National Association of Agents was 
declined, on one occasion, an audience 
with the president of the National 
Board. The same man would have been 
gladly received as an individual, but he 
was not welcome as the head of the 
agents’ association. This incident, Mr. 
Cox said, served to point out the neces- 
sity of revamping the policy and meth- 
ods of the National Association. This 
thing, small in itself, made evident the 
need of creating an atmosphere about 


the association more favorable and ac- 
ceptable to the companies. Those in 
charge of the affairs of the National 
Association at that time set to work. 
Three years ago the executive commit- 
tee of the National Board voted that 
the executive committee of the National 
Association be recognized and that 
there be conferences between com- 
panies and agents on questions of mu- 
tual importance. 


HE attitude held by Mr. Morton, Mr. 

Cox said, is typical of the position 
taken by the bulk of the important com- 
pany officials of the country toward the 
National Association. A majority of 
the company executives are in sym- 
pathy with the aims and purposes of 
the National Association. Mr. Cox said 
that the Fire Association in its adver- 
tising matter uses this motto: “The Fire 
Association does not consciously write 
business over the heads of its agents. 
Full commissions to any agent who 
calls the company’s attention to any 
such unintentional lapse.” This adver- 
tising phrase, Mr. Cox said, is indicative 
of the character of the vice-president of 
the Fire Association and of the light 
in which most companies now view the 
agents belonging to the National Asso- 
ciation. 

Mr. Morton is a widely known fire 
insurance executive, whose ability as 
an official has been amply demons 
strated. 


NE of the outstanding features of 

the Wednesday afternoon gathering 
was the impromptu talk given by Mr. 
Morton, following the reading of his 
paper. Mr. Morton discarded the for- 
nal manner ordinarily employed by the 
speaker who reads his manuscript and 
in a free and easy style discussed the 


advertising campaign that has been 
carried on by the National Board to 
cffset the harm done to fire insurance 
as a result of the Untermeyer investi- 
gation in New York. Mr. Morton got 
close to the hearts of his hearers, prin- 
cipally because he was quite evidently 
concealing nothing, and presenting fully 
and completely the companies’ side of 
the question. 


LL of the rest of the convention 

time Wednesday afternoon was de- 
voted to a general discussion, engaged 
in by numerous agents from all parts 
of the country. Six important topics 
were discussed, they being: Ignorance 
of the policy contract by, and the in- 
competence of an improperly qualified 
agent; uniform agency qualification 
laws; occasional tactlessness by com- 
pany representatives in public relations; 
agent’s duty to detect deficiencies in 
physical hazards and to recommend im- 
provements with consequent reductions 
in rates; moral hazard; those restrictive 
rules, clauses and regulations which are 
irritating and unnecessary to fire under- 
writing and vary in different communi- 
ties. 

Attention centered upon the latter 
topic. Agents from all sections of the 
country quite evidently are getting out 
of patience with the numerous clauses 
that are demanded by the companies. 
The feeling is growing that there should 
be greater uniformity and that a great 
variety of clauses should be reduced. 


Many Ladies in Attendance 

There were more than 150 ladies in 
attendance. Their wants were well 
cared for by the wives of the Los 
Angeles agents. Every day an exten- 
sive automobile trip was provided. 
Among the Los Angeles ladies who 
acted as hostesses were Mrs. Matt T. 
Mancha, Mrs. D. W. Pierce, Mrs. J. H. 
Englehart, Mrs. W. P. Battelle, Mrs. 
I. O. Levy, Mrs. Hugo Burgwald, Mrs. 
George Kothe, Mrs. C. T. Manwaring, 
Mrs. Sam Behrendt and Mrs. Baldwin 
Starr. 


——= 


Detecting Deficiencies 
In Physical Hazards 


66 GENTS’ Duty to Detect Def. 
ciencies in Physical Hazards and 
to Recommend Improvements, with 
Consequent Reduction in Rates,” was 
one of the topics selected for discussion 
at the Wednesday afternoon meeting, 
I. Levy of Los Angeles said that the 
usefulness of an agent is best shown in 
pointing out the possibilities of lessen. 
ing hazards. By this process the agent 
produces a reduction in the premium 
charge, and in addition helps to reduce 
the fire waste of the nation. The agent 
who expects to build his business must 
Mr. Levy said, be something more than 
a premium gatherer. He must get more 
of the viewpoint of the assured. He 
must be willing to make a sacrifice in 
commissions, if he can at the same time 
save money for the policyholder, 
Clyde B. Smith of Lansing, Mich, 
said that in the Central West most of 
the rating bureaus have recently estab. 
lished service departments. That is de- 
partments have been installed so ‘that 
the local agent will be in a position to 
give the same engineering and inspec. 
tion service that can be offered by any 
brokerage house. Mr. Smith, who was 
formerly state agent of the National 
of Hartford in Michigan, said that his 
observation had- always been that the 
agent who understood the Dean sched- 
ule, who was familiar with rate make-up, 
and who knew the features of a 
risk that caused a high rate, was able 
to render a character of service to the 
assured that was highly appreciated 
and resulted in the building up of a 
permanent and profitable business, 


J. T. Catlin, Jr., of Danville, Va. 
former president of the Virginia Asso- 
ciation and one of the old standbys of 
the state, came on with the presidential 
party, accompanied by Mrs. Catlin. 
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~~ Making a good drive 
In golf, making a good drive elicits the admiration and applause of the 
onlookers. They know that back of every good drive are many years 
of painstaking care and practice. The golfers’ reward for these years of 
care and practice is “‘a perfect drive.” 
oe ' y 
The same principles that enable the golfer to make a good drive will 


perform the same duty when applied to business. Take the successful 
agency for an example and analyze the principles back of its success. 
You will find that it is built upon the foundation of making aggressive 
drives for business, giving a little better service than the average agency, 
and taking a friendly personal interest in every client. 





An agency founded upon these principles will weather the severest 
business storm. Depression passes it by for its name has become a 
synonym for sound insurance and better service. And now, while 
business conditions are improving, is the time to make some good drives 
for new business. Your reward will be commensurate to the labor 


involved. The Westchester will be glad to assist you in any way 
within its power. 
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The Value of Qualification 
Laws for the Local Agents 


discussion at the open forum 

meeting Wednesday afternoon was 
“Uniform Agency Qualification Laws.” 
S. L. Lowry of Tampa, Fla., said that 
the indiscriminative appointment of 
agents by companies is big evil. He 
asserted that the fault rests with the 
companies which are greedy for pre- 
miums. He predicted that the passage 
of a uniform agents qualification law 
would do much to tone the fire 
business. 


W. H. L. Geldert of Venice, Cal., 
said that the fault gets back to the 


OG of the topics that evoked lively 





H. M. BURGWALD, Les Angeles 
Chairman Reception Committee 


companies. The special agent who 
actually makes the appointment is in- 
variably prodded by his company. He 
is urged to produce a larger volume 
of business, and in order to show an 
increase, must build up his agency 
plant. Thus, in a comparatively small 
town, one company will often have as 
many as _ five representatives. Mr. 
Geldert said that he would like to have 
an expression from the companies re- 
garding the rather general practice of 
demanding of. their special agents an 
ever increasing agency plant. 


ONTINUING Mr. Geldert’s line of 

thought, George D. Troy of Oak- 
land, said that at the present time there 
are 500 agents in his home city. He 
stated that usually the manager calls 
in the field man and asks the amount 
of premiums written annually in Oak- 
land. He then asks how much the 
field man gets out of the town, and 
when told that the total is only $1,200, 
argues that the figures should be at 
least $10,000. The individual amount 
seems small. As a matter of fact, Mr. 
Troy stated, there are only 25 agents 
out of the 500 in Oakland that are 
giving their companies over $10,000 a 
year in premiums. In other words, 
about 475 agents in Oakland are merely 
side liners picking up whatever busi- 
ness they are fortunate enough to find. 


Charles B. H. Loventhal of Nashville, 
Tenn., said the advantages of a uniform 
agents qualification law were apparent 
enough, but that the difficulties in hav- 
ing such a measure passed should not 
be overlooked. He cited the experience 
in his own state where an agent’s quali- 
fication bill was passed and then the 
speaker of the house, who was a loan 
agent for one of the life companies, 


succeeded in upsetting the machinery. 
The speaker opposed the measure on 
the ground that it would give the in- 
surance commissioner too much power. 
Those who were working for the 
passage of the bill neglected to line up 
the life companies, as a result of which 
all their work with the fire and casualty 
organizations was in vain. 


be per H. ANDERSON of San 
Francisco, Pacific coast manager of 
the Liverpool & London & Globe, spoke 
in behalf of the companies. He stated 
that the human element must always 
be considered. That is, there will al- 
ways be companies that will be guilty 
of bringing into the fire insurance busi- 
ness, men wholly unfitted for the work. 
Companies that persist in appointing 
anyone able to provide them with pre- 
miums should be extended no sympathy 
when they lose money through a dis- 
honest agent, Mr. Anderson said. It 
will never be possible to control 
through legislation all of the companies. 
Mr. Anderson said that in the insurance 
business, and in many other businesses 
there should be as little governmental 
regulation as possible, but that the 
qualifications of an agent is a proper 
thing for legislation owing to the 
peculiar position occupied by the agent. 
The agent is appointed to protect the 
public. He is in effect, a public servant, 
and for this reason it is incumbent 
upon the public officials of the country 
to see that the right kind of agents 
are appointed. 


OMMENTING upon the subject of 

agency qualifications in a somewhat 
broader manner, Mr. Anderson asserted 
that the poorest agency that a company 
has, in nine cases out of ten, is a bank 
agency. The bank, he said, goes into 
the fire insurance business for the pur- 
pose of collecting an additional percent 
on the loans it makes. It does not 
write fire insurance as a representative 
of the company or as a representative 
of the public, but only as a representa- 


—_—_... 


tive of itself. In the strictest sense of 
the word, it is not in the fire insurance 
business. Summarizing his views on 
the question Mr. Anderson said that 
in most states an agent’s qualification 
bill would have to be fostered and 
passed by the agents themselves, as the 
corporations have no standing before 
legislative bodies. He urged agents in 
all states to put their shoulders to the 
wheel in order to have a uniform quali- 
fications measure passed. 


Stanley Lachman of Chattanooga, 
Tenn., president of the Tennessee as- 
sociation, made the trip with the presi. 
dential party. 





Two members came from the James 
& Manchester agency at Cleveland. H. 
R. Manchester and O. G. Strong rep- 
resented that office. 





Cc. S, S. MILLER, New York 
North British & Mercantile 
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ECURITY 


HE fundamental principles of security to policyholders 
have been ably demonstrated by the Security Fire of 
lowa since its organization. Organized in 1883, now thirty- 
eight years old, it has always given security, it is giving 
security today and will do its utmost in giving security to 
its future policyholders. Security is not only found in the 
policy ; agents who represent the Security Fire find in their 
company a deep sense of security continuously fostered 


by the home office. 


The Secugity Fire writes a general line of Farm, Town 
Dwelling and Mercantile business. 


! SECURITY FIRE INSURANCE 


DAVENPORT, 


IOWA 
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1825-1921 


The Pennsylvania Fire 
Insurance Company 


From its cradle 

beside Independence Hall 
to this lusty gathering 

of the sort of men 

whose fidelity has matched 
its progress, the 
Pennsylvania Spirit 

of fair, square dealing 

goes out in fullest measure. 


Independence Square, - Philadelphia 
Cecil F. Shallcross, President 
New York Office: - 76 William Street 


Pacific Department 


R. W. Osborn 
244 Pine Street San Francisco 
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“Old and Tried” 














FIRE INSURANCE AND ALLIED LINES 
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Youll Always Be Safe 


N overcoming the obstacles of business, 
in climbing the mountains of opposition, 
in meeting the various demands of the day, 
a local agent that represents the Glens 
Falls has an institution that helps, that pulls 
him onward and upward and that is a tower 


of strength to his agency. 


War, conflagrations, Financial Depression, 
Business Failures and Political upheavals 
have not affected the Glens Falls. Each 
year finds it more firmly entrenched; more 
substantially ballasted. 


Companies come and go, but the old Glens 
Falls keeps along the familiar course, always 
ready to meet every obligation. Its name 
is a synonym for permanency. 


Tie yourself to the Glens Falls—then you'll 
reach the top. 


There are many insurance companies but 


only one G Veni, « 


Tie Y ourself to the Pein. 


y 






* 





Insurance Company 
Glens Falls, New York 


Fire, Marine, Automo- 
bile, Riot and Civil 


E. W. WEST, President 

H. N. DICKINSON, V-Pres. 
Commotion, Tornado, F.M. SMALLEY, Secretary 
Sprinkler Leaka ge, R. C. CARTER, Treasurer 
Registered Mail, Use J. A. MAVON, Asst. Secretary 
and Occupancy, Rents, F.L. COWLES, Asst. Sec’y 
Rental Value, Lease- H.W. KNIGHT, Asst. Sec’y 
holds, Profits. 





MARINE INSURANCE AND ALLIED LINES 
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Casualty Information 


Clearing 


House Report 


BY O. G. STRONG 


HE Casualty Information Clearing 

House is incorporated under the 

laws of Connecticut. It is a going 
concern. It is an organized institution 
rapidly equipping itself to render to the 
compensation and liability agents of 
this country a service which will aid in 
bringing their business to a professional 
standard. Previous to the establishing 
of the Clearing House, it was practically 
impossible for an agent to obtain ac- 
curate information regarding any of the 
numerous mutuals or reciprocals. 


Those concerns were for the most 
part not subjected to supervision by the 
various states. There was no means of 
investigating their statements of fi- 
nances. Their statements frequently 
were continuous rather tham annual. It 
was most difficult for an agent to anal- 
yze their statements. Their policies con- 
tained references to by-laws and rules, 
or to the power of attorney, duplicates 
or copies of which in most cases could 
not be obtained. Practically their 
schemes of operation were new. 


'THE stock agent’s knowledge of the 

operation of the law of individual 
liability as applied to members of mu- 
tuals or subscribers to reciprocals was 
vague in some cases and nil in most in- 
stances. The stock agents were not in- 
formed respecting the difference in the 
principle of mutuality when applied to 
compensation and liability insurance 
which deals with so-called third parties, 
and its application to property of the 
members of subscribers. The stock 
agents were, therefore, fighting an un- 
known thing in the dark. The stock 


agents were confused by a lack of in- 
formation or by misinformation. 

Out of the confusion was born the 
Clearing House. The Clearing House 
is composed of three classes of mem- 
bers. Class 1, the companies. 

To date 19 companies have joined. 

You should know the names of those 
companies. Without them the Clearing 


AUOTEUECURUOUHAVORELLLCOEOU MU ATTETED OGRA APSO REPEATER 


agents who have each subscribed and 
paid $25 per year. 
Class 3— 

Local agents—members of this associ- 
ation. The fee is $2 per year. 


HE Clearing House is endeavoring 

ing to furnish two things: Infor- 
mation and education. As information 
collects, analyzes and distributes facts 
regarding the plan of operation, the his- 
tory and the financial condition of mu- 
tuals and reciprocals. It publishes 
court decisions and legal opinions on 
various phases of mutual and reciprocal 
plans. It keeps in touch with legisla- 
tive affairs and passes its information to 
our members. 


It advises when a mutual or reciprocal 





O. G. Strong, who represented the Casualty Information Clearing 
House and gave a report on that body at the Los Angeles meeting, is 
manager of the casualty department of the James & Manchester Com- 
pany at Cleveland, O. He is one of the most vigorous minded casualty 
men of the country, greatly interested in the welfare of the business 
and a fighter with ten generations of battle blood in hig veins. 


{OTUDRALIOULGLUCEELUEUAE ASSENT TSUN Mek 


House could not have started. They 
are entitled to your support. 

They are: 

General Casualty & Surety, Union In- 
demnity, Columbia Casualty, Republic 
Casualty, Norwich Union Indemnity, 
Royal Indemnity, Zurich General Acci- 
dent & Liability, United States Casu- 
alty, Commercial Casualty, Continental 
Casualty, London Guarantee & Acci- 
dent, Maryland Casualty, Standard Ac- 
cident, Indemnity Insurance Company 
of North America, Ocean Accident & 
Guarantee, Federal Surety, Globe In- 
demnity, Aetna Casualty & Surety, 
Aetna Life, 

Class 2— 

The general agents—members of the 
National Association of Casualty 
Surety Agents. There are 131 general 


“blows up.” No longer can these fly- 
by-night concerns quietly shut up shop 
and slip away without having a red 
lantern hoisted. The Clearing House 
blows “taps” for those concerns so that 
in dying there is a suggestion at least 
of the noise which accompanied their 
birth. 

As to education, the Clearing House 
directors believe that the growth of mu- 
tual and reciprocal concerns during the 
past few years is directly due to abnor- 
mal business and industrial conditions 
and the lack of accurate information 
among agents and buyers of insurance. 
It is our purpose, therefore, with the co- 
operation of companies and agents, to 
conduct a campaign which will substi- 
tute information for misinformation, and 
replace fancies with facts. 


o= bulletins point out the funda. 
mental weakness and unreliability 
from an insurance viewpoint of the my- 
tual and reciprocal plan as applied to 
workmen’s compensation and_ liability 
insurance. Our literature emphasizes that 


stock insurance relieves the assured 
from an_ obligation, whereas my- 
tuals and reciprocals cause the sub. 


scriber to assume obligations. We illus. 
trate the method of calculating reserves 
and show the inescapable difference in 
a protective way, in favor of the buyers 
of stock insurance. 

Our printed matter discloses other 
facts, the digesting of which cannot help 
but benefit the agent who is seeking 
honestly to help his clients. Every 
agent needs the Clearing House. How 
can an agent intelligently fight some- 
thing he knows nothing of? How can 
an agent educate his assured unless he 
himself has been educated How can 
the agent acquire the necessary educa- 
tion more easily and less expensively 
than by grasping such an opportunity 
as the Clearing House affords? But 
the process of education is, by reason of 
the very nature of our business, a slow 
one. 


O the majority ef buyers, and, sad 

to admit, to many agents, all com- 
pensation policies, all liability policies, 
all kinds of carriers are‘ alike excepting 
as they differ in immediate premium re- 
quirements. : 


It is not enough that the agent merely 
receive the material distributed by the 
Clearing House. He must study it. It 
is not enough to learn the facts and 
arguments of others and then recite 
them, parrot-like, to every buyer. The 
same story, told the same way, pro- 
duces different results with different in- 
dividuals, 

It is highly desirable that the argu- 
ments against mutuals and reciprocals 
be standardized. They must be. Facts 
are unalterable. But it is not good judg- 

(CONTINUED ON PAGE 60) 
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Time- Tested 


The Hanover Fire Insurance Company is a time-tested institution. 
It has operated in the field for sixty-nine years, with ever-increasing satis- 


faction to its agents. 


Progressive Yet Conservative 


Not a contradictory statement but a fact proved by more than half a 


century of business life. 


The Hanover Fire 


Insurance Co., New York City 


R. EMORY WARFIELD FRED A. HUBBARD CHAS. W. HIGLEY 


Vice-President 


President 





Vice-President 


E. S. JARVIS 
Secretary 


WM. MORRISON 
Asst. Secretary 





Western Department 





Charles W. Higley, General Agent 
Montgomery Clark, Asst. General Agent 


CHICAGO 





Pacific Coast Depaggment 
Selbach and Deans, General Agents 
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HE discovery that life insurance 
can stabilize and continue a busi- 
ness organization, just as it has 
kept families together, is opening broad 
and rich fields to the life insurance man. 
The way in which life insurance men 
have adjusted themselves to this oppor- 
tunity has been a demonstration of the 
adaptability of the natural salesman. 
They have found Travelers policies and 
service especially adapted to the life- 
insurance needs of business. Guaranteed 
low-cost contracts give from 20 to 30 
percent more insurance for the same ini- 
tial cost. The long experience of The 
Travelers in writing life insurance with 
trust agreements makes special service 


THE TRAVELERS INSURANCE CoMPANY 
Hartford 


L. F. BUTLER, PRESIDENT 


PAINTED BY JONAS LIE 
COURTESY 
CLARK EQUIPMENT COMPANY 


possible in many cases. The willingness 
of the Company to write insurance on 
terms that meet the desires of business 
men, ranging all the way from one-year 
renewable term contracts up to short- 
term endowments, gives the Travelers 
agent a wide latitude. 

In the development of the varied busi- 
ness uses of life insurance, particularly 
along the line of group and wholesale 
contracts, The Travelers has been a 
leader. 

So well have agents appreciated Trav- 
elers service that they have made The 
Travelers the greatest writer of guaranteed 
low-cost life insurance, and the leader in 
volume of group insurance in force. 


Tue TRAVELERS INDEMNITY CoMPANY 
Connecticut 
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ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, 
Businesslike policies and service for business men 


AIRCRAFT, ENGINE 
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What’s the Matter With Business? 


Everybody's Business? Our Own Business? 


BY JOHN B. MORTON 


dress as president of the National 

Board, or even as an official of the 
Fire Association, you are going to be 
disappointed. Rather I shail chat with 
you, man to man, more as though I 
were talking without notes. I was told 
that I would have to write out what I 
had to say and I have done it, though I 
dislike written talks. 

Now what is the matter with busi- 
ness? Everybody’s business? Our busi- 
ness? 

Before I even begin to try and answer 
these questions specifically, I want to 
go back to the conditions in Los An- 
geles in the early 80’s. That is not so 
long ago in the histories of countries, 
but it is long enough to have brought 
about marvelous changes. Jn those days 
this was considered a far distant terri- 
tory, almost inaccessible. Then some 
one conceived the wonderful idea that it 
had possibilities for development and 
started out to make good on the con- 
ception. Look at Los Angeles and Cali- 
fornia today—the whole Pacific Coast 
for that matter—and you see what en- 
terprise, ability, energy and courage 
have been able to accomplish! 

The men responsible for this develop- 
ment were not hampered by govern- 
ment regulations and restrictions. Nat- 
ural obstructions that seemed to isolate 
this section from what we termed the 
“East” were only child’s play to them— 
obstructions put there apparently for 
them to overcome. They were big men 
and this great country of ours was 
theirs for development. 


[‘ you expect from me a formal ad- 


John B. Morton of Philadclphia is vice-president of the Fire Asso- 
ciation and president of the National Board. During the last three con- 
ventions the National Board has sent its president to deliver an address. 
Mr. Morton has contributed much to the general welfare of the business. 
His appearance at Los Angeles was well received. The fact that the 
National Board and the National Association of Insurance Agents are 








ODAY we have men just as big, just 

as able, and just as willing to con- 
tinue the development that character- 
ized the days ot which I have been 
speaking, but can they do it now? 
While there may be potentially just as 
many Cassatts, just as many Hills and 
just as many Vanderbilts in the rail- 
way world today, the incentive to 
develop, which fifty years ago was al- 
most a religion, has practically disap- 
peared in too much government. What 
are the attractions for men of brains 
and ability when they are only permitted 
to exercise their talents under the super- 
vision and interference of public officials 
without vision and too often without 
much ability. 

It is my belief that the prosperity of 
the railroads in a large measure governs 
the prosperity of the country as a whole. 
The trouble with the railroads today is 
too much regulation. Too much regu- 
lation has forced them to charge high 
freight and high passenger rates. These 
high rates are holding back normal busi- 
ness and that’s what is the matter with 
the country today. It is the vicious 
circle. 


UNUULULENSOONOENNSEEEEEE 


Whenever other business stagnates, 
our business stagnates and so we are 
in the doldrums like everybody else. 
What must we do? We must take off 
our coats like everybody else and go 
out and work. We have been fed up 
too long with high prices due to infla- 
tion which has been the result of too 
little work and too much play. 


OW what’s the matter with fire in- 

surance? I could almost answer 
this question by repeating “too much 
regulation,” but I am not going to do 
it. I do believe that certain forms of 
regulation have hamstrung the initiative 
that made the giants in our business of 
the 70’s and the 80’s and even the 90’s. 
Indeed, they were the pioneers who 
may be likened to the geniuses who de- 
veloped the country through the rail- 
roads. Our pioneers went out ahead— 
even of the railroads and protected the 
commerce that gave the railway execu- 
tives their vision. These pioneers in our 
business had to overcome obstacles as 
they met them; had to create funda- 
mentals as the business grew. We are 
reaping the fruits of their efforts and 


their foresight now—and by “we” 1 
mean all the survivors of those earlier 
days as well as the newer generation, 

One thing these pioneers forgot—and 
in fact it was unnecessary in their day; 
anyway they forgot to lay the founda- 
tion for public relations. I told you that 
I would not say “too much regulation” 
was the greatest present problem in fire 
underwriting; that is not our supreme 
difficulty. It is more intangible; a more 
difficult difficulty! It is merely that we 
have concentrated so desperately upon 
trying to prevent “too much regulation,” 
trying to prevent the demagogues from 
wiping us off the map by legislation, 
that we have failed to look into the 
future and apply one of the first prin- 
ciples of fire underwriting to our rela- 
tions with the public. 


HAT first principle is founded upon 

prevention and prevention of legisla- 
tion can come only with understanding, 
I have skipped over many points to get 
to the present moment. In fire under- 
writing we have as fine intelligence and 
as great brains and ingenuity as any of 
the pioneers. We, however, have been 
concentrating on the development of our 
own individual interests and hence the 
joint affairs of companies and agents 
have been more or less neglected. 

Understand, I do not mean that the 
joint affairs between companies and 
companies, agents and agents, and com- 
panies and agents have been so much 
neglected as I do that the relationships 
of the joint affairs of all these interests 
to the public have not been given the 
consideration they deserve. Let us 
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Disability 
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Less Prospecting— 
More Prospects 


HE AZTNA Multiple Line Agent finds his work 
unusually profitable and decidedly more pleasant 
because he is able to spend so much of his time in 


actually selling his lines and so little, comparatively, . 


in searching out and opening up new prospects. 


Once the A2tna Multiple Line Agent has made a 
contact with a prospect through the sale of a single 
policy he has practically an unlimited opportunity for 
the sale of the many other lines of protection which 
his client needs and which he, as an A:tna Agent, 
can supply. 


As a result, an A:tna Multiple Line Agent’s list 
of clients, is to a large degree his prospect file—a very 
happy state of affairs and one of the principal reasons 
that it pays to be an Atna-izer. 


AETNA LIFE INSURANCE COMPANY 
AETNA CASUALTY & SURETY COMPANY 


AUTOMOBILE INSURANCE COMPANY 
OF HARTFORD, CONN. 
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she Seal 


¢ Certainty 


onspicuous in every field of insur- 

ance endeavor, the Hartford 

Fire Insurance Company affixes 
the Seal of Certainty to all kinds of 
insurance needed to protect the property 
owners of America against loss. 


It is by placing in the hands of its agents 
facilities for the writing of all approved 
kinds of business that the Hartford helps 
its representatives lay the solid founda- 
tion for a steadily increasing income. 


In order to aid its agents the Hartford 


was the first American Company to in- 
sure live stock shipped to market against 
hazards of transportation. This is a 
wonderful policy that produces com- 
mission automatically from date of issue 
to cancellation—it never expires. 


The Hartford was the first American 
company to put the Seal of Certainty on 
crop insurance, opening to Hartford 
agents everywhere a field practically 
limitless in its possibilities. 


By putting the Seal of Certainty on the 
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first policy against loss by rain issued by 
an American company the Hartford 
made possible another great source 
of income for its local representatives 
wherever rain falls and people gather— 
or games are played. 


Then, too, the Hartford has put the Seal 
of Certainty upon flood insurance. Here 
again was opened a new source of in- 
come, for flood insurance is needed. 


- The Hartford was the first big company 


to offer the public the services of a 
trained staff of Expert Fire Prevention 
Engineers. This exclusive feature of 
Hartford service is helping agents of 
the company in their work of reducing 
risk and preventing losses. 


In the older, better known fields of 
property insurance, rent insurance, use 


é 


and occupancy insurance, the Hartford 
has long been a leader. In rural sections 
the Hartford has special departments 
for writing hail insurance, crop insurance, 
live stock insurance, and like lines, all 
in addition to the usual risks of fire, 
tornado and windstorm. It has also a 
special department for supervising the 
risks of mills and elevators. 
2 

Why not put the Seal of Certainty on 
the risks you have to cover? Diversity 
of business means much to growing pro- 
gressive local agents now. It means, 
more than anything else, opportunities 
to push ahead when usual lines are dull. 
If you wish to earn a bigger income by 
selling many kinds of insurance—get in 
touch with the Hartford—its experts 
will tell you how. 


For practically every kind of loss that 
can happen to practically every kind of 
property, there is a Hartford policy. 


HARTFORD 
FIRE INSURANCE CO. 


HARTFORD, CONN. 
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‘*The Leading FIRE INSURANCE Company of America’”’ 


~ AETNA «= 


HARTFORD, CONNECTICUT 





‘‘No single factor has exerted 
a greater influence in the build- 
ing of this great insurance 
organization than has the 
agent.’ (From “1oo Years of 
Fire Insurance.’’) 























Organized over a century ago, The 
AETNA was one of the pioneers in 
the development and upbuilding of 
the American agency system, and 
has always stood firmly behind its 
agents. 


Today, local agents’ associations, both 
State and National, are a powerful 
influence in preserving the rights of 
the public, those who produce busi- 
ness and the companies themselves. 


Fire Profits 

Marine Registered Mail 
Automobile Parcel Post 

Tornado Tourists’ Baggage 
Rent — Salesmen’s Samples 
Hail Transit Floaters 


Rental Value Automobile Truck 


Leasehold Transit Explosion 
Use and Occupancy Riot and Civil Com- 
Sprinkler. Leakage motion 


Western Branch Office 


Insurance Exchange Building, Chicago 


Pacific Branch Office 
219-221 Sansome St., San Francisco 


WM. B. CLARK, President 














analyze for a moment and try and see 
why this is true. We are betwixt and 
between two generations. The pioneers, 
those creators of fundamentals, have 
just about passed out leaving the newer 
generation a heritage, more closely reg- 
ulated and supervised every day, but 
nevertheless a heritage they have not 
had to pioneer. In consequence, prin- 
ciples of action laid down many years 
ago have been blindly accepted. 

If we are to get anywhere in this 
problem we must be fair and not per- 
mit the blame for strained public rela- 
tions, due almost wholly to misunder- 
standings, to lie wholly upon executive 
shoulders where so many agents would 
like to place them. There are good 
reasons, too, why we should not. Fire 
underwriting executives, except in their 
private lives and when they pay losses, 
do not come directly in contact with 
the public.. Once they did so more 
than they do now, but that was in the 
days when executives, or their field rep- 
resentatives, made the rates of fire in- 
surance. Now that is all done through 
experts, under our general! direction, of 
course, where the law permits, though 
such is the competition in the business 
that practically every company execu- 
tive and every agent ig a factor in not 
keeping rates up but in hammering rates 
down. It is the natural result of com- 
petition. 

Many years ago we set out to do 
business through agents, and out of that 
has grown the great American agency 
system, here to stay, of which you men 
are the flower. It is as necessary to 
the service to the public as is the 
banker in your several communities. 


WANT to ask you men some perti- 

nent questions: 

Have you agents who practice fire 
insurance before the people done your 
full duty in seeing that its principles 
and practices are fairly presented? 

Have you agents mastered these prin- 
ciples and practices so that you are 
capable of making a public explanation? 

Admitting that we company execu- 
tives have been derelict in our duties— 
lacking in vision if you will—but how 
about yourselves? 

Usually you will not find me inactive. 
I am not willing to remain satisfied with 
an existing condition if the indications 
point to the possibility of improvement. 
A man is a failure if he cannot or will 
not build the second time better than 
he did the first! What if it takes work 
—hard work? Isn’t that our job in our 
business? 

Believing as I do that fire insurance 
is misunderstood by the public because 
it (the public) does not know what fire 
insurance is because you agents do not 
know what it is, and that you do not 
know what it is because we haven’t told 
you, why should I not say so frankly? 

The point I want to emphasize here 
is that we’ve all got to turn over new 
leaves in our books of public relations 
and begin talking about ourselves and 
our business, explaining ourselves and 
our business and justifying ourselves 
and our business. We can do it be- 
cause we have a wonderful public serv- 
ice behind us that will permit us to do it. 


HE National Board turned its new 

leaf last June when it began to feel 
its way in a modest campaign for the 
education of the public by putting a lot 
of printed cards on the table that 
hitherto have been withheld from pub- 
lic view. Almost we had forgotten they 
were there ourselves. That statement 
is not quite true either. We knew all 
about them, of course, but because the 
subjects were familiar to us we deemed 
them understood by the public. 

That was the situation we faced when 
the “investigation” with which you are 
all familiar came along and some one 
else did the public talking about our 
technical affairs, getting the story mixed 
up, of course. This forced us to do 
something for your protection as well 
as for our own; to say some- 
thing that the public would under- 
stand. That is the reason for the series 


of announcements that recently have 
appeared—the first, I hope, of a broader 
service. 

It took a crisis recently to make us 
realize what a great country we have. 
It was a similar crisis that made ys 
realize what a great business we have. 
Almost we had forgotten it ourselves, 

Do you know, for instance, that it is 
in your power to demonstrate the de- 
sirability and reasonableness of fire in- 
surance as today sold by the stock 
companies that are coordinated (not com. 
bined) to make the security of the pub- 
lic greater, to make its property safer, 
to prevent one neighbor from damaging 
another, to better every community, to 
make the life of every citizen safer, to 
make every city cleaner, and healthier 
and more habitable, and to help solve 
housing problems in saving property 
from destruction by preventable fire? 

You can pick out all the points that 
justify such a statement. They are all 
there—pertinent points they are, too— 
almost pleading to be told. Were you 
to master them and tell them to your 
customers, the public, you will have 
them praying for protection for the in- 
surance companies and not asking for 
legislation against them. 


= me also emphasize the point: 
There is not a step in fire under- 
writing from the time the first survey 
is made until the rate is produced by 
schedule that is not a real public service, 
but who of you can tell these steps— 
and do tell them? After the rate is 
made there are another thousand angles 
of public service. Do you know them 
all and do you tell them to your cus- 
tomers—the public? 

The National Board, of which I have 
the honor of being president, is chock 
full of public service. Its efforts in that 
direction are ceaseless. Do you know 
what they are? I am not going into 
details, here and now, because the time 
is too short for that purpose, but you 
will know all about it some day, if you 
are sufficiently interested in your per- 
sonal welfare and your business to read. 

Many people right now seem to be- 
lieve that fire sanitation—which is a 
new and understandable designation for 
fire protection, fire extinguishment, con- 
servation, inspections, surveys, sched- 
ule rating, and what-not, recently coined 
for the Nationa! Board—means greater 
profits for the companies! Nonsense. 
It means the saving of thousands of 
lives and millions of dollars of property 
values every year, and furthermore a 
lower cost for fire insurance to those 
who buy our wares. 


E are all working now under new 

conditions; defensible conditions. 
First we have coordination among the 
companies to do all the work necessary 
in the Herculean job of rate making— 
coordination that reduces the expense, 
the cost to the public. 

Next we have schedule rating which 
gives the assured immediate concession 
in rates if he will effect improvements 
that reduce the fire hazards. Added to 
this we have the keenest competition 
imaginable between the companies of 
our own class and every other class and 
between the agents representing us and 
every other class of carrier. No one 
knows the truth of this statement bet- 
ter than you do. Heretofore the com- 
petitive factors have been those putting 
an automatic limit to the profits of stock 
fire insurance companies. In the new 
order of things we are keeping all these 
factors and have added by voluntary 
agreement an official limit to profit. As 
five-year periods expire and the business 
as a whole shows a greater profit than 8 
percent (5 percent distributable; 3 per- 
cent for conflagration reserve to 
strengthen the companies for your 
policyholders’ protection) the rates are 
to be reduced proportionately. 

Of course this is going to bring about 
changes in rates more frequently than 
heretofore and it may be some of you 
are going to make a fuss about it, but 
the plan is just and defensible and in 

(CONTINUED ON PAGE 34) 
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SAN FRANCISCO TODAY 


is a city rebutit with the aid of The Continental 








“The Continental, New York, N. Y. 


Paid all claims in full upon adjustment, without even cash discount. Treatment of 
claimants courteous and entirely satisfactory. Only four other companies settled on 
this basis, except a few whose losses were nominal.”’ 
(Best’s report on San Francisco fire). 
An insurance company which, in the face Let it be remembered that in every large 
of extraordinary losses, pays its just obligations, 7 sia | the conflagration hazard is 
is sound financially and morally. And a com- 


Continental agents have perfect confidence; 
pany that is financially and morally sound is the "1 M4 


they represent an American company with a 


only company worth representing. * perfect record. 
The CONTIN ENTAL Insurance Co. 
Eighty Maiden Lane New York City 


HENRY EVANS 


J. E. LOPEZ 
Chairman of the Board President 
Cash Capital—TEN MILLION DOLLARS 
Western Department Canadian Department 
J. R. WILBUR, 2nd V. P. Pacific Coast Department W. E. BALDWIN, Manager 
332 So. La Salle Street C. E. ALLAN, Secretary 17 St. John Street 
CHICAGO Insurance Exchange Building MONTREAL 


SAN FRANCISCO E 


Photos by Underwood & Underwood 
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HE subject I have selected, “Our 

Responsibilities and Obligations,” 

is one that to the best of my knowl- 
edge has not often been discussed, but 
which has been impressing itself upon 
me more and more. I, therefore, earn- 
estly beg that you give consideration 
to my remarks, particularly as coming 
from one who has had—if I may take 
the liberty of saying so—rather better 
opportunities for viewing the situation 
in the perspective than has the average 
member of the insurance fraternity. 

It will doubtless be a surprise to 

-many of you when I say that the in- 

surance men of the country, company 
executives, managers and representa- 
tives alike, have been most indifferent to 
their responsibilities and obligations, 
due, in a large measure, to the fact that 
they are all so absorbed with the work 
and detail of their own positions or 
business that they have too often over- 
looked their very important duties in 
other directions. 

In this address I intend to hold the 
mirror up for all to look into, in the 
hope that the reflection may open our 
eyes to our own deficiencies and possi- 
bly result in an awakening of conscience 
and lead to a better understanding and 
closer co-operation between executives 
and representatives, and, what is of equal 
importance, a greater interest and activity 
on the part of insurance men in the com- 
mercial and political affairs of the nation. 


REALIZE thoroughly the novel 

character of these suggestions, es- 
pecially in the light of our lifetime hab- 
its and present-day conditions, but I 
feel that there is no more fitting time 
nor place, and certainly no association 
in our business better qualified to assist 


By J. B. LEVISON 


J. B. Levison is the distinguished president of the Fireman’s Fund. It 
was particularly appropriate that Mr. Levison should address the local 
agents at Los Angeles because his company is the largest insurance com- 
pany in Pacific coast territory. It is a company that is nationally promi- 
nent. Mr. Levison has assumed a high place in the ranks of company 


officials, 
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in furthering such a movement, should I 
be so fortunate as to have my views 
meet with your support and approval. 

For the purpose of clarity, I shall 
deal with each feature of the subject 
separately, and will take up, first, our 
responsibilities and obligations to each 
other; in other words, the personal fea- 
ture or element of our profession. 

One does not have to go back very far 
to the time when company executives 
looked upon the National Association of 
Insurance Agents as an organization of 
radical and selfish men banded together 
largely to force the companiies to grant 
them special privileges and higher com- 
missions; in fact, an organization of dis- 
loyal and selfish representatives who 
were actively antagonistic to the very 
business from which they were deriving 
a livelihood. As for the underwriting 
organizations of the country, they were 
simply, in the eyes of the average 
agent, groups of high-salaried (shall I 
say generally overpaid?) company off- 
cials who, swinging in their swivel 
chairs, knew little and cared less for the 
trials and tribulations of the agent inci- 
dental to his personal contact with the 
public at large and the assured in par- 
ticular. Two not very pretty, but, I 
think you will agree, fairly accurate pic- 


ULEUGSUHUUUCAEAG AULA 


tures reflecting a sentiment of only a 
tew years ago. 


E have, therefore, every reason to 

take comfort in the fact that today 
there is a far better understanding be- 
tween company executives and repre- 
sentatives than ever before, which is 
best evidenced by the presence at this 
convention of the honored president of 
the National Board and the establish- 
ment of conference committees by the 
Natonal Board and this association for 
the purpose of bringing about closer co- 
operation between the members of the 
two organizations. But, if I read the 
signs of the times aright, there is neces- 
sity for even greater harmony and a 
better understanding in the future. 

To emphasize this, I need only point 
to the growing tendency in many states 
toward antagonistic legislation, not to 
refer to the attitude of the daily press 
toward the insurance business, which 
was brought out in a startling manner 
by the published reports of the Lock- 
wood investigation in New York. 

It must constantly be kept in mind 
that insurance is almost the only great 
business activity left for the profes- 
sional agitator or self-seeking politician 
to attack. The steam railroads of the 
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country are now receiving the sympa- 
thetic support and assistance of the 
Federal Government. The urban and 
suburban railways are generally in f. 
nancial difficulties, most of them being 
either in actual receiverships or going 
through periods of reorganization; at 
all events, safely beyond attack. The 
power and lighting companies have 
quite generally been permitted by public 
service commissions to increase their 
hag and so on all the way down the 
ine. 


NSURANCE, on the other hand, with 

no privileges from either state or na- 
tion, subject to supervision and direc- 
tion by officials of every state in the 
Union, a business without which com- 
merce cannot be carried on, stands to- 
day practically alone as the target, as 
I have just said, for the professional ag- 
itator or self-seeking politician. 

Stock fire insurance, with its allied 
lines, is beyond doubt on the defensive 
through misrepresentation and misun- 
derstanding as it has never been before, 
and it will require the very best the 
business possesses to place it in the po- 
sition in the eyes of the public which it 
must occupy if it is to have the confi- 
dence and support necessary to its suc- 
cessful and profitable conduct. A con- 
dition, I may say, of just as much im- 
portance to the business world and the 
public at large as it is to the insurance 
world. And right here I come to my 
first point: Our responsibilities and 
obligations to each other. 


S I see it, it is our obligation to 
bury the existing personal jeal- 
ousies and antagonisms which have 
sprung up between executives as well as 
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| sgl | never pays tosellinsurance 
was é 
ye a that may not insure. Do 


——! not be tempted to sign 


or deliver a policy whose backing 
is dubious. 


Let the people of your community 
look upon you as the representa- 
tive of insurance of real quality. 


Impress on your public the need 
of solidity, dependability, service, 
and permanency in buying in- 
surance. 


The insurance that a man wants 
in time of stress and storm, to 
maintain his credit, to restore his 
los3, to absorb the shock of disaster 
contains no alloy. It is pure gold. 


Your brand of insurance is known 
by the company you keep. 
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Service 
| to American 
Agents Since 1880 


The Scottish Union and 
National has been giving serv- 
ice to American Agents since 
| 1880. 


The satisfactory conduct of 
the company has been reflect- 
ed in the United States figures. 
The company wrote in 
premiums, in 1920, $4,572,- 
644.7 6 in the United States and 
has built up American assets 
of $8,252,784.57. 


It is a company of un- 
questioned strength. It is 
valued by its agents for its 
broad, liberal underwriting 
service in Fire, Automobile, 
Tornado, Rent, Use and Occu- 
pancy, Sprinkler Leakage, Ex- 
plosion, etc. 


SCOTTISH UNION 
and NATIONAL 


Insurance Company 
Organized 1824 
J. H. Vreeland, Manager 
United States Head Office, 75 Elm St. 
Hartford, Conn. 

















representatives, and which have grown 
out of the fierce competition of the past 
few years, so that we may, with sincere 
good will toward one another and with 
confidence in each other, stand together 
solidly, determined to secure justice and 
a square deal for our business and our- 
selves. 

Further than this, we must recognize, 
executives as well as_ representatives, 
that our ultimate aim is to serve the 
public in such a manner as to win its 
approval and support. This can only 
be done by frankly avowing and ad- 
mitting our respective rights, responsi- 
bilities and obligations, which will nat- 
urally lead to harmonious and effective 
action. 

Without this co-operation aa unity 
I can see very rough water ahead. On 
the other hand, with a solid front and a 
fulfillment of our further obligations 
and responsibilities in directions to 
which I shall presently refer, there can 
be but one result—clear water and 
smooth sailing. 


E now come to my next point, and 

that is our responsibilities and 
obligations to the business in its 
broadest sense. To one who has 
spent over 40 years actively in the in- 
surance business, with a more or less 
close personal contact with many phases 
of it, the thought continually forces 
itself that the fraternity, generally 
speaking, has acquired the habit of all 
too frequently agreeing with criticisms 
of methods and conditions voiced by 
the layman and apologizing altogether 
too often, or, what is worse, condemn- 
ing the organizations without which the 
successful conduct of the business is 
an impossibility. 

It must be admitted, of course, that 
our methods of rating and otherwise 
are far from perfect, and that our or- 
ganizations have the weaknesses inci- 
dental to all organizations of men in 
every walk of life, but we should en- 
deavor earnestly to bring about such 
reforms or improvements as may be 
necessary by constructive work from 
within rather than stand on the outside 
and indulge in destructive criticism. 


HE popular estimate of the insur- 

ance business as one which taxes 
the people by hundreds of millions of 
dollars annually and gives nothing in 
return which can possibly be avoided 
must be overcome, and this can only be 
done by active individual effort on the 
part of every man and woman to whom 
insurance furnishes a livelihood. 

If executives will impress upon their 
employees, and particularly special 
agents having personal contact with the 
agency plant, the vital importance of 
what I have just said, the agents would 
view much more sympathetically than 


——_—_= 


many now do the rules and regulations 
laid down by the governing bodies and 
rating organizations throughout the 
country, and this would in time be re. 
flected in a much more friendly attitude 
on the part of the i insuring public. 

I am constrained in this connection to 
quote from Viscount Bryce’s latest 
book, “Modern Democracies.” In de- 
scribing the functions of the ideal dem- 
ocracies, Bryce says: 

“Helping men to good will, self-re. 
straint, intelligent co-operation, they 
form what we call a solid political char- 
acter, temperate and law-abiding, pre- 
ferring peaceful to violent means for the 
settlement of controversies.” 

Can we not use this as representing 
the aims and purposes of our own or- 
ganizations? 


FEEL that this is of outstanding mo- 
| ment in developing a new attitude of 
mind toward the business, an attitude 


- which would eventually be reflected in 


a respect on the part of the business 
community and insuring public and 
which does not now exist. Nothing can 
be of greater importance, especially ata 
moment when our business appears to 
be confronted by a growing crisis. 

It is probably unnecessary for me, in 
passing, to point to the work that is be 
ing down by the fire underwriters of the 
country in the direction of conservya- 
tion, fire prevention and inspection, to 
say nothing of the activities of the Un- 
derwriters’ Laboratories, arson bureaus, 
fire patrols and so on almost without 
end, all of which is being carried on at 
their own expense by fire underwriters 
for the protection and conservation of 
life and property and having no regard 
whatever to insurance. 


NOW come to my next suggestion, 

Many of you will doubtless remem- 
ber an intimation on the part of the 
president of the Chamber of Commerce 
of the United States a few years ago to 
the effect that he was under the impres- 
sion that the insurance men preferred to 
play a lone hand. 

To some this appeared unjust and un- 
warranted by the facts. Self-investi- 
gation, however, brought us to the very 
mortifying realization that the criticism 
was justified and that we had been sadly 
neglectful of our obligations in the di- 
rection indicated. In other words, the 
men engaged in the insurance business 
have not taken their proper place in the 
activities of the commercial and trade 
organizations of the country. They have 
been so absorbed with their own busi- 
ness as to have acquired the habit—and 
we are all creatures of habit—of giving 
neither thought nor consideration to the 
necessity of participating in the work 
and deliberations of the commercial 
bodies in their respective communities. 
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AN ARMY OF SERVICE 


Throughout America, in cities, towns and villages, are thousands of 
men who represent the Queen. An army of forceful, progressive 
men who faithfully discharge their duty to the Queen Insurance 
Company of America. 











It was largely the unswerving loyalty and honest efforts of these men 
that enabled the Queen to attain its present size. And to the men 
who have helped build the Queen, our service is extended. 


And to men of the character of our agents, there is always a place 
in the Queen’s army of service. We are always ready to welcome 
such progressive men and to help them to progress. 


Queen agents are offered facilities that will prove a solid foundation 


upon which to build a greater agency business and a more profitable 
income. 


The Queen writes the following lines: 


FIRE, AUTOMOBILE, TORNADO, SPRINKLER LEAKAGE, 
_EXPLOSION AND RIOT AND CIVIL COMMOTION 


HOME OFFICE WESTERN DEPARTMENT 
84 William St., New York CHICAGO, ILL. 
N. S. Bartow, Pres. P. D. McGregor, Manager 
F. P. Hamilton, Vice-Pres. . E. McCullough, Asst. Mana: 
tim | INSURANCE COMPANY C. P. Helliwell, 2nd Asst. Manager 
OF AMERICA 
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An agent for the Globe & Rutgers has always STRENGTH, 
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Strength—The Company’s Statement Tells the Story 
Serbite—Policies Issued Promptly—Immediate Settlements 
Support—A Full Staff of Specialists to Assist You 


WRITE TODAY 
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| AM sure that many within the sound 
of my voice would be surprised if 
they went over the names of the direc- 
tors or trustees of the chambers of com- 
merce or boards of trade in their re- 
spective cities to find to what a limited 
extent, if at all, the great business of in- 
surance is represented. Bankers, mer- 
chants and professional man; in fact, 
men from every walk of life, all find 
time to fulfill their obligations to their 
fellow business men, but insurance men 
are conspicuous by their absence. 

Speaking from my own personal ex- 
perience, I will say unreservedly that 
these organizations of business men are 
most responsive and sympathetic to our 
problems, provided we come forward 
as an active part of the business com- 
munity ready and willing to carry our 
share of the burden. 

It must be understood that this will, 
as a matter of course, require consider- 
able time and attention, but certainly if 
men engaged in practically every other 
business activity consider it their duty 
and evidently find it to their advantage 
surely we of the insurance world should 
do likewise. 

In my opinion, insurance should at all 
times be properly represented on the 
governing body of every commercial or- 
ganization in every important city in the 
country, and we should also aim always 


to have active representation in the Na- 
tional Chamber. 

If this is done, we can feel that we are 
conscientiously fulfilling our obligations 
and responsibilities to the business and 
commercial world, and when we are 
being unfairly attacked we will be in a 
position to go to them for assistance, 
not as outsiders and strangers, but as 
confréres and associates. ’ 


NOW come to my final suggestion 

and that is, our solemn duty more 
actively to participate in the political 
affairs of our own communities, as well 
as the nation. About this there can be 
no difference of opinion. 

Confronted as we are by the greatest 
crisis in the world’s history, the natural 
aftermath of the great war—problems, 
financial, industrial, social and _ eco- 
nomic, are continuing to force them- 
selves upon us, putting severely to the 
test most of our established institu- 
tions, if not civilization itself. 

I maintain, as citizens of this great 
republic, we of the insurance world 
should assume our part of the respon- 
sibilities and take our stand shoulder to 
shoulder with the other unselfish and 
patriotic Americans who are giving un- 
stintingly of themselves in an effort to 
assist in solving these problems and up- 
holding our institutions, the constitu- 
tion and the flag. 


I FEEL that as a class we have been 
singularly lax and negligent of our 
obligations and responsibilities in these 
matters, which has been demonstrated 
by our lack of participation in govern- 
mental functions, and corresponding 
lack of influence in governmental af- 
fairs. 

An active participation in political af- 
fairs on the part of the hundreds of 
thousands of men and women through- 
out the United States to whom insur- 
ance furnishes a living would, on the 
other hand, I am sure, lead politicians 
to hesitate seriously before engaging in 
the present popular pastime of baiting 
insurance and insurance companies. 

In conclusion, the message I have en- 
deavored to bring to you today is that 
the insurance fraternity of the United 
States has in the past been to a very 
great extent unmindful of its obliga- 
tions and_ responsibilities at many 
points. 


HESE responsibilities and obliga- 
tions, briefly stated, are the devel- 
opment of a better understanding and 
helpful good-will between the men of 
our business—executives, managers and 
agents—and a sincere and loyal support 
of all underwriting organizations, bu- 
reaus and conferences. 
Of equal importance I feel is gener- 
ous co-operation with and support of all 
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commercial bodies, and, finally, there 
must be, in common with all good citj- 
zens, a far more active personal partic. 
ipation on our part in the political life 
of the country. 

If this can be accomplished, our great 
business and those engaged in it will 
never again stand, I am convinced, ip 
the almost defenseless position in which 
we have found ourselves so frequently 
in the past, but rather take our proper 
place as one of the important and nec- 
essary elements of commerce so re. 
spected and recognized that unfair at. 
tacks against it will be strongly resented 
by the insuring public in general and 
vigorously combated by the entire busi- 
ness world. 


What’s | Wrong With Business? 
(CONTINUED FROM PAGE 26) 


my judgment is one of the fairest ever 
evolved to establish proper public rela- 
tions for a quasi-public business like 
ours. 


LMOST without knowing it we are 

going through a period of great 
progress. History is being made right 
under our noses and you must help 
make it. 

It should make you proud to be iden- 
tified with such a business. After all 
my years in fire underwriting extending 
over half a century, I have gotten a new 
pride and a new stimulus in it myself 
and furthermore I am determined that 
everyone I know or can reach by voice 
or pen shall know why I am proud. 

Companies and agents today are 
working in closer harmony than they 
have worked in years and years. That 
is another new order of things for which 
we should be thankful. I am frank 
enough to say, too, that it is largely 
through the efforts of you of the Na- 
tional Association of Insurance Agents, 
I do not hesitate to say to you now that 
the National association is a well organ- 
ized body of practical men with a poten- 
tial power for the education of the 
public that is almost unlimited. Your 
program for this convention shows that 
you are coming to a realization of your 
own great usefulness to the business of 
which you are the public exponent. We 
must depend largely upon you. All I 
ask is that you do not go to sleep. Re- 
member yours, and ours, is a never- 
ending job if we expect to be successful. 


WILL admit there are kinks which 

company executives must iron out of 
this business. We must harmonize gen- 
eral practice for the whole country, 
broadly and liberally, just as far as the 
laws of the several states will permit. I 
expect you all to approve that senti- 
ment. When we come to make such 
principles effective, however, are you 
going to cooperate or are you going to 
put up a selfish “kick” that has attended 
almost every movement toward progress 
in this business? It is not an easy job 
to do things we know should be done— 
far from it. Sometimes it takes great 
courage and that is what we are all 
in the most need today: Courage. 

I want to impress upon you that there 
is nothing fundamentally wrong with 
fire insurance. Quite the contrary, it is 
fundamentally right; but it has minor 
inconsistencies in it and what I want to 
know is: When we begin the ironing 
out process, are you going to “holler” 
or are you going to help? 

Neither your organization nor the 
organization I represent can be any 
stronger than its membership makes it. 
By that I mean that the inembership 
must not depend upon the organiza- 
tion to help but must help the organiza- 
tion. Nothing is more productive of 
failure than the feeling that we are to 
be helped by somebody else and nothing 
is more productive of success and pros- 
perity than the feeling that it is up to 
each of us individually to do just a little 
more than is necessary for us to do for 
ourselves! 
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Our Fire Companies | 


Globe and Rutgers Fire Insurance Co. 
Insurance Underwriters Agency 
North River Insurance Company 
Richmond Fire Insurance Company 
Rhode Island Insurance Company 
United States Fire Insurance Co. 
Globe Underwriters Agency 

Pacific Fire Insurance Company 
Stuyvesant Fire Insurance Company 
Hawkeye Securities Insurance Co. 











Automobile 
Indemnity Company of America 


Life 
American Central Life Ins. Co. 
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To Members of the National 
Association of Insurance Agents: 


Delegates to the National 
Convention are usually live 
wires. And live wire insur- 
ance agents from Tennessee, 
Arkansas and Mississippi 
know about Nelson Service. 


If they don’t, they are quickly 
learning. In the insurance 
world, our knowledge of this 
territory is recognized as 
thorough and complete. 





H 

Our service, based on this 
knowledge, is at the call of 
all insurance men. 











We Know It Like a Book 


ESTABLISHED 1872 


W.L. NELSON & CO. 
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Union and Planters Bank Building 
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El Capitan, a shaft of solid granite rising 3,300 feet from the floor of Yosemite Valley. 


FIREMA! 


INSURANCE 















































September 15, 1921 


AGENTS’ CONVENTION NUMBER 


37 
























Is this a ‘‘critical year’’ for all stock 
irisurance interests — companies, 
agents and brokers? If so just 
what has brought about the crisis? 


Decreased premium income? It 
could hardly be expected that the 
easy flow of premiums that came 
during the inflation period could 
continue indefinitely. But the sit- 
uation isn’t hopeless. You know 
the remedy. It is being applied 
with success right now by no small 
number of insurance producers. 


Mutual competition? Stock fire 
insurance and mutual fire insur- 
ance as they are practiced to-day 
both originated in the year 1667.* 
Now, after 254 years of experience, 
the insuring public has seen fit to 
place 84% of its entire business 
with stock companies. { 


Legislative attacks and investiga- 
tions? Granting investigators all 








* Zartman: 


Built of the Stuff 
that Endures 


that they themselves claim in the 
way of ‘‘revelations,’? have they 
actually revealed anything quite as 
conclusively as the fact that the 
insurance business the country 
over has served a vital commercial 
need honestly, adequately and 
economically? Has the most radi- 
cal reformer ever contended that 
business could be carried on with- 
out insurance? And there is only 
one form of insurance that has 
survived under all circumstances 
and conditions. 

Every day sees some change in 
insurance. We would not be pro- 
gressing if it did not. But in the 
turmoil over the more or less trivial 
matters that loom so big for the 
moment let us not lose sight of the 
fact that we are a part of a business 
that needs no alibis—an essential 
business, sound in its principles, 


and honorable in its administration. 





Yale readings in Insurance. } Estimated from all 


available data. Variation would probably 


not exceed 1%. 
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Modern Trend and Local Agents 


today on the “Modern Trend and 

the Local Agent.” I approach the 
subject with some misgivings, because 
I can only give it from the narrow con- 
fines of my own state. In each state 
conditions vary and such a contracted 
view may lead to unfair criticism and to 
unsafe conclusions. What I have to 
say is based on my own experience and 
a study of conditions in my state. I 
have no other chart or compass. 

But I am a commissioner of insur- 
ance and it may be a weakness of a 
commissioner to feel that if he allows 
the insurance world to follow the 
“even tenor of its way” and does 
nothing to send his name “thundering 
down the ages,” he has failed in his 
duty. I know, too, that a commissioner 
is necessarily clothed with many arbi- 
trary powers. He feels keenly the duty 
of protecting the public and at the same 
time doing justice to the companies and 
the agents. Each morning’s sun brings 
with it new problems to be solved. 
Neither the public, the agent nor the 
company is always reasonable, and he 
is fortunate indeed if he holds the posi- 
tion long without becoming narrow, 
prejudiced and dictatorial. 


| WANT to talk to you a little while 


UT the position is not without its 

advantages. The commissioner has 
the privilege of surveying the field from 
every angle. At least, he has a full 
view from the other side. He naturally 
gets ideas and forms opinions. They 
may be wrong, but he always retains 
his constitutional right to express them. 
No vandal hand can rob him of that. 
An idea, even from one so handicapped, 


BY PLATT WHITMAN 


Platt Whitman is 


regarded as one of the most stable public officials in the business. 
is a lawyer and has had considerable experience in public life. 
Whitman impresses all with his fairness. 
subject with an understanding spirit. 


insurance commissioner of Wisconsin. He is 


He 
Mr. 
He deals with an interesting 





PUNLH ADEN ALETI NUE EUTE TOENDEAEUDENEEUANLENEELEUL ENT 








can do no harm; it may do some little 
good. 

Then again, I come from Wisconsin, 
the home of the alarmist and the re- 
former. We see little good in existing 
conditions, and view with alarm every- 
thing that is. It is not the “Wisconsin 
Idea”; it is the “Wisconsin Habit.” I 
am glad to assure you that I am not an 
alarmist or reformer. The fear of re- 
ceiving that title has often deterred me, 
I think, from doing some things which 
I perhaps should have done. 


DO not feel that the whole insurance 

world has gone wrong, or that the 
local agent is soon to take his place in 
oblivion. I do feel, showever, that there 
are certain danger signals standing out 
along his pathway that he cannot well 
ignore. There is enough danger ahead 
to impel him to frequently “stop, look 
and listen.” If the local agent were the 
only one affected, we might pass it by 
unnoticed, but I feel that it involves the 
entire insurance business from the in- 
sured to the companies, 

I have heard it said that within a few 
years, with rating laws, rules and forms, 
the insurance business will be so well 


organized that the local agent will be 
reduced to a mere clerk and eventually 
eliminated. I do not believe that this 
will happen, but I am forced to confess 
that in some lines, at least, the modern 
trend is in that direction. 

I believe in the local agent. I believe 
that he holds an important place in the 
insurance world. He performs a service 
for which the public is willing to pay 
and which it can ill afford to lose, and 
any system which tends to deprive the 
public of this service, should be viewed 
with apprehension. 


HE insurance world has committed 

itself to regulation. No one will 
question that statement. I believe that 
we are standing at the fork of the 
roads—one following the line of self- 
regulation with certain supervisory 
powers on the part of the commis- 
sioner; the other leading to strict state 
regulation and perhaps to state insur- 


ance. Which road we shall travel de- 
pends upon the companies and the 
agents. I have little fear of the further 


extension of state insurance. The past 
few years have furnished enough “hor- 
rible examples” to keep us out of that 


field, but I do fear too rigid state regu. 
lation. If you demonstrate that you 
cannot so regulate the business as to 
do justice to the public, the state will 
take a firmer grasp and you will be in 
the throes of state-made rates and rules 
and forms. I do not want this to hap- 
pen. In my own state I think I see the 
handwriting on the wall, and that is one 
of the reasons I wish to call your atten- 
tion to these dangers today. 


HHERE was a time when the local 

agent was a part of the business, 
He had something to do with the rate. 
That is, he could discuss the question 
with his company and often times pre- 
vent injustice. To the insured, the 
agent was the company. He could write 
the policy so as to give the coverage 
which the insured felt that he needed. 
He prepared his own forms and was 
careful indeed that in case of loss the 
form used was broad enough to cover 
it. Inflexible rules were few, and there 
was little dispute about the form. The 
individuality of the agent was not de- 
stroyed. 

This system, of course, was not the 
best. It led to the cut rate, to rebating 
and to discrimination. Very often the 
innocent assured was the victim of the 
incompetent agent, 


WAS once a local agent and I re- 

member well one of the first policies 
which I wrote. It was a $150 policy on 
the contents of a private barn. I put 
much study on the policy. I wanted to 
demonstrate my underwriting ability. 
The property to be insured was worth 
about $300, but I thought it good under- 
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To PROGRESSIVES 


The Local Agent is the out-post. Away from the support of the 
Home Office, he is directly responsible for the reputation and 
standing which his company has built up. 


The Local Agent has one big aim—more business. He works 
tirelessly, leaving no stone unturned in his effort to successfully 
cope with rival companies in this highly competitive field. 


The Lloyd-Thomas Company is co-operating with the Local Agent 
by its “Ads You Can Use,” by the booklet, “What the Business 
Man Should Know About Fire Insurance,” and by other printed 
matter sent from time to time to property owners. These are direct 
selling aids. If you have not been using them, write the Lloyd- 


Thomas Company —they will be glad to furnish reprints and 
booklets. 


This friendly co-operation has resulted in new business and in- 
creased lines among old clients. Don’t leave this stone unturned. 


The |loyd-Ihomas Co. 
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writing not to permit excessive insur- 
ance. I concluded that 50 percent of 
value was all the insurance he should 
receive. I placed a certain amount upon 
the horse, another amount on the cow, a 
small amount on hay and grain; in fact, 
I insured everything down to the wheel- 
barrow in certain definite amounts, be- 
ing careful indeed that the aggregate 
did not exceed $150. In due time the 
fire came. The loss was in excess of 
the amount of his policy, but when I 
adjusted the loss I found that by being 
liberal I was able to allow the insured, 
under the provisions of his policy, 
$64.50. The company complimented me 
upon my ability as an underwriter. They 
informed me that it was a well-written 
policy. No such tribute was paid me 
by the assured. He wanted blanket 
coverage; I insured him _ specific. 
Agency qualification laws have come 25 
years too late. 

I mention this incident to remind you 
of your younger days, and to assure you 
that I have complied with the Wiscon- 
sin law which requires that an insurance 
commissioner before he can assume his 
office must have a thorough knowledge 
of the principles of insurance. 


UT times have changed. I would 

not go back to the old system and I 
have no quarrel with those who brought 
about this change. I am only wonder- 
ing if the pendulum is not swinging too 
far the other way. 

Today my state has the rating law. 
Rates are made by an inspection bureau, 
which is the creature of the company. 
The agent is confronted with a fugitive 
mass of rules. Forms are prepared for 
him which he is instructed to religiously 
follow. After he has exerted his best 
efforts to give the coverage to which 
he feels the insured is entitled, he is in 
grave danger of receiving a slip from 
the stamping office informing him to 
use uniform form No. so-and-so. This 
may happen, notwithstanding the fact 
that the form used gives the same cov- 
erage as the form required. At no stage 


of the proceedings has the agent any 
voice. He is hemmed in on all sides 
by inflexible rules and forms from 
which he cannot vary. For two years 
I have been wrestling with these prob- 
lems and it would seem that my trou- 
bles have just begun. 

Once upon a time there was a revival 
meeting. It is customary at such meet- 
ings for the elect to give testimony of 
the goodness of the Lord. After a num- 
ber had given their testimony and told 
what the Lord had done for them, a 
dilapidated individual arose to give his 
testimony. He was humpbacked. He 
had a club foot, a harelip and, in fact, 
nearly all of the deformities that man is 
heir to. He said: “Brother, the Lord 
may have done a whole lot for you fel- 
lows, but he damn near ruined me.” 

I do not know what these things have 
done for the local agents and for other 
commissioners, but the rating law, the 
inspection bureau, the stamping office, 
uniform forms and the book of rules 
have well nigh ruined me. 


O not misunderstand me. I am 

not complaining about the law, but 
I am complaining as to the way that it 
is working out. I have some reason to 
complain of the attitude of the com- 
panies in its administration. It should 
be remembered that this law was en- 
acted for the public in general and not 
for the companies in particular. In my 
state this fact seems to have been over- 
looked. Rating laws are good, if prop- 
erly administered, but any law which 
legalizes and makes possible combina- 
tions and agreements is bound to be 
harmful unless closely and efficiently 
regulated, either by the companies or 
by the state. It should be remembered 
by those who have been entrusted with 
large powers that there should be no 
yielding to the temptation to betray the 
trust. 

Neither can I say that rating laws 
have been a failure. They are right in 
principle. They have been a great 
benefit to the company. On the whole, 


the agent has profited by them. Cer- 
tain vicious practices on the part of un- 
scrupulous agents have been removed. 
But, because the good outweighs the evil 
is no reason why we should sit by and 
allow the evils to remain uncorrected. 
They may in time outweigh the good. 


N spite of the good, certain evils have 

crept in. There are certain tendencies 
which must in time be reflected in the 
business of the local agent. Indeed, it 
is being felt today. The trend, not only 
in states which have rating laws but in 
other states as well, is toward a close 
combination of the companies. They 
have bound themselves together under 
agreements which enable them to en- 
force such action as they desire. The 
agent is being surrounded by under- 
writing rules, many of them senseless, 
annoying and hard to explain to the 
assured. There is a gradual tendency 
to “tighten up” on coverage, to require 
extra premiums for increases in hazard 
which exist only in fancy. In fact, the 
modern trend is to run the business 
from the company’s office with lessening 
regard for the desires and needs of the 
insuring public. 

The vice of all of this is that it demon- 
strates that self-regulation which is in 
practical effect today is not the success 
it should be. Of course, we have a 
certain amount of state supervision, but 
practically all of our laws are framed 
upon the theory of self-regulation. In 
my opinion, this is the best. I believe 
it possible for the insurance business to 
regulate itself with little supervision 
on the part of the state. But it must 
be efficiently regulated. The public will 
not usually interfere, provided it is be- 
ing squarely treated, but it will not 
tolerate inefficient self-regulation. 


T must be admitted that during the 
time that rating laws have been in 
effect the mutuals and reciprocals have 
made rapid strides. In 1917 my state 
passed a rating law regulating work- 
men’s compensation insurance. I would 





term it state regulation. The rates are 
fixed, forms are uniform, the premium 
is collected after an audit by the com- 
panies. The agent is reduced to little 
more than a solicitor. Since that law 
has been in effect, the stock companies 
have increased their business from 
$1,150,000 to approximately $3,000,000— 
an increase of 250 percent. The mutuals 
and interinsurance, however, increased 
their earned premiums from nearly 
$600,000 to approximately $3,000,000—an 
increase of 500 percent. Mutuals in my 
state, in 1920, did 49.6 percent of the 
business. One mutual alone is collect- 
ing one-third of all workmen’s compen- 
sation insurance premiums written in 
my state. 

During the four years the fire rating 
law has been in effect in Wisconsin 
stock companies have increased their 
business nearly 100 percent, while mu- 
tuals and reciprocals have increased 
250 percent. Wisconsin domestic mu- 
tuals have grown 800 percent. These 
are startling figures from the standpoint 
of the agent. Because of the fact that 
certain classes of business felt that they 
were not receiving the consideration to 
which they were entitled, the class mu- 
tual has sprung up and reciprocals are 
being formed. You cannot kill mutaul 
insurance by propaganda. It can only 
be done, if at all, by service. 


OME time ago a certain class of in- 

surers felt that they were entitled to 
a reduction in rate. Their experience 
was good and it would seem that their 
demands were not unreasonable. For 
some reason the company did not 
accede to their demands. A few days 
ago a reciprocal was admitted to my 
state, composed of this class of insurers 
carrying with them three million dol- 
lars of insurable risks. This is but one 
instance of the trend toward the class 
mutual and the reciprocal. 

But I would not blame the companies 
for all of this. It may be that the sud- 
den increase of business required that 
strict rules be followed. It may be that 





INSURANCE EXCHANGE - - 


RADIUM 

TOURIST’S EFFECTS 
TROPHIES 
VALUABLE MUSICAL INSTRUMENTS 


A. F.SHAW & COMPANY 


175 W. JACKSON STREET, CHICAGO, ILLINOIS 


Insurance of Every Description 


SALESMEN’S SAMPLES 
PERSONAL JEWELRY 
PERSONAL FURS 
PAINTINGS 








Issued under liberal floater forms at the lowest possible rates 











Septer 


{, J 


V/ 





ep _ ?.. =a 


ART NY 





September 16, 1921 AGENTS’ CONVENTION NUMBER 41 


a 














AMERICAN EAGLE 


FIRE INSURANCE COMPANY 


HENRY EVANS, Chairman of the Board 
















NORMAN T. ROBERTSON, President 


Home Office Cash Capital a 


80 Maiden Lane, N. Y. ONE MILLION DOLLARS 
Western Department Pacific Coast Department 
E. A. HENNE, Secretary C. E. ALLAN, Secretary 
207 West Jackson Boulevard Insurance Exchange Building 


CHICAGO SAN FRANCISCO 
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Sterling Ohio Stock Companies 


Staunch Supporters of the Local Agency System 








Chartered 1865 


RELIABLE 


(Formerly Teutonia) 


Fire Insurance Company of Dayton, O. 


Assets over - - - - - - $1,130,000.00 
Surplus to Policyholders over 900,000.00 


W. F. OELMAN, President WM. F. KRAMER, Secretary 
E. J. WEISS and H. J. FAVORITE, Special Agents 











The Companies of Stability 


The Eureka and Security of Cincinnati, Comprising The 


Cincinnati Underwriters 


Increased in the past five years: 


In Assets - - - = from $819,500 to $1,019,353 
In Surplus- - - - from $539,518 to $674,097 
In Premium Income, from $207,932 to $271,165 


Cincinnati's Million Dollar Fire Insurance Institution 


Operating in Ohio, Kentucky, Michigan, Illinois and Wisconsin 
F. A. ROTHIER, President ADAM BENUS, Secretary 

















Industrial Fire Insurance Co. 
AKRON, OHIO 


Capital - - - - - - $300,000.00 
Surplus to Policyholders 425,000.00 


An Ohio Company Writing Business Through Ohio Agents. 
Farm Department. Why not represent an Ohio Company? 


AGENTS WANTED 


F. R. ORMSBY, President G. F. HUTCHINGS, Secretary 
JOSEPH WINUM, Treas. and Ass’t Secy. 




















the unusual conditions of the past few 
years made it impossible for the com- 
panies to fit their business to conditions, 
Upon the local agent may be placed 
some of the burden of the blame. It 
may be that he has not been careful in 
protecting the rights of his company 
and the company has been obliged to 


wuse these methods to protect itself. 


LEADING insurance journal in a 

recent issue gave utterance to the 
following truth: “These are not times 
when the fire insurance business can 
be operated on an inflexible set of rules, 
The extraordinary request, the unusual 
forms of coverage asked for, must be 
given serious and prompt attention, 
Companies these days cannot arbitrarily 
state that they will not write this, that 
or the other class, or that their line 
on a particular class will not exceed a 
fixed amount, or that they will not con- 
sider further insurance on a property 
upon which they are already carrying 
the maximum. When business was easy 
to get, when every fire company was 
being offered more than it could satis- 
factorily digest, it was perhaps proper 
enough to establish rules and reguila- 
tions that were not to be broken. 

“The time for rule of the thumb has 
now passed. Agents are having a very 
difficult time in getting new business, 
and when they finally land a line they 
expect some assistance from the com- 
panies in handling it the way in which 
the assured wants it handled. The com- 
panies can no longer maintain that they 
will write the business the way they 
want to write it or not write it at all, 
Local agents are earnestly seeking new 
business today. They are being offered 
nothing that they do not go after. They 
are out drumming up trade, and when 
they are finally able to capture a new 
line, they do not like to be told that 
it cannot be written in the manner sub- 
mitted.” 


DO not wish to be understood as be- 

ing against underwriting rules and 
forms. Rules are necessary, but they 
should be reasonable rules, so framed 
that the agent is not so circumvented 
that he cannot meet the needs of the 
assured. At the same time the limits 
should be so well defined as to prevent 
the unscrupulous agent from giving 
greater coverage than that contemplated 
in the rate. Neither do I object to 
forms and clauses. But I do object to 
the agent being compelled to use forms 
and clauses which are loaded against 
the assured; which make the policy void 
for trivial violations of minor provisions 
of the policy; for failure to give notice 
of some trivial change in the risk which 
has no effect upon the fire hazard. Such 
rules and forms and clauses cannot be 
justified by the argument that com- 
panies do not take advantage of them. 
The assured is entitled to a fair and 
equitable contract and should not be 
forced into accepting any other. Many 
of the disputes arise over trivial matters 
over requirements that are of no benefit 
to the company and no injury to the 
assured, but they are a source of annoy- 
ance to the agent and often result in 
driving the business from him. 


LL of this is leading to state regu- 

lation. Self-regulation can succeed 
with little interference by state officials 
if the companies will have the vision to 
look forward into the years and see that 
after all their financial success depends 
upon service. The future of the local 
agent will depend upon the success or 
failure of this system. The companies 
must not ignore the agent, but must 
recognize that no one is so well versed 
as he in the wants and needs of the in- 
suring public. He must be made a part 
of the business. There should be no 
quarrel between the company and the 
agent. Your joint aim should be to see 
how much service you can give with a 
reasonable profit to yourselves. 

If you fail to satisfy the public de- 
mands the state will not turn back. We 
will have state-made rates, rules and 

(CONTINUED ON PAGE 48) 
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Regarding Auto Locks— 


Encourage the installation of any approved lock 
But recommend the Simplex Theftproof Auto Lock 


Every insurance agent should look upon the auto lock as a real friend. 


Auto locks make insurance easier to sell. Save losses to your company and 
help prevent further increase in rate. Save their cost in reduced premiums. 


See that every car owner 
you insure has a lock. 
Recommend, urge, insist on 
it, and when they ask 
“What lock?” —say Simplex 
Theftproof. 









rcrentpar. tS easiest to install and 


Pending. 


srpoedty USE. Goes on steering post 
“auc. in twenty minutes without 
mechanical change. To 
operate—just turn key. 
Truly theftproof. Locks 


steering column to steering 
For All Cars, except Ford post. Car can't be steered. 


Distributors in All Leading Cities 


Our local distributor has a special co-operative proposition for insurance 
agents. Write for it. Use coupon. 


Simplex Theftproof Auto Lock for Fords 
— 17’ Steering Wheel Combined 


$). SIMPLEX (CORPORATION 


2214 S. Michigan Ave. Chicago, Ill. 





Tell Me About Special Proposition 


That Simplex Distributor has for 
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Phone Wabash 3961 


1737 Insurance 
Exchange 


CHICAGO 


General Agents: 


Pittsburg Underwriters 
Republic 
Union Birmingham 





Allemannia 


Superior 
Ben Franklin Underwriters 

United States Underwriters 
Merchants Underwriters 


Wheeling, Pa. City Ins. Co. of Pittsburgh 














Century British General Independence 





| Chicago Managers 


Insurance Underwriters 
MULAUNULAUUULURLOUNEOENERGUOTEOTLORLOEOANOLULSULGELTULWOROSLSUOCOLELLCUCULELLY HERR 


175 West Jackson Boulevard, CHICAGO 
Phone Wabash 2056-7-8-9 
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COMPLETE SERVICE IN ALL LINES OF INSURANCE 
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| Cook County Managers 


CHICAGO! 











WM. F. JACOBS 


| Room 1868—175 W. Jackson Blvd. to call on us. 
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Ten Strong American Companies | 


BRUMMEL BROS. 
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IN ALL 


. 
ITS BRANCHES 1 1 C a g QO 
National Reserve Ins. Co. of Ill. 





American National Fire Ins. Co. | 
Hanover Fire Ins. Co. 

Old Colony Fire Ins. Co. | 

Cleveland Nat'l Fire Ins. Co. | 


| large local offices. 


& Co. ] 


change and call on us. 








Phone Wabash 3502 





INSURANCE EXCHANGE 
CHICAGO, ILLINOIS 


is strong. 








|| Western Insurance Center 


In Chicago are the great western departments, the 
HH various insurance associations and bureaus and the 


Naturally there is business in Chicago that is controlled 
by agents living in other cities. 
render assistance to such agents. 


When you come to Chicago, go to the Insurance Ex- 
If we can help you with your 
insurance problems, we will be glad to do so. 
can add to your pleasure while in the city, do not fail 
The tie that binds local agents together 
Let us make it stronger. 





Dudley Co. 


Fire and Casualty Serv- 
ice for Local Agents 
throughout the country 
and Brokers in Chicago 
and Illinois. 


The Purnell- 
Dudley Co. 


1717 Insurance Exchange, 


CHICAGO 


We will be glad to 


If we 























‘The Purnell-. 
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Have you any lines of msurance there and, if so, 
are they satisfactorily handled by your Chicago rep- 
resentative? Although we have the responsibility 
that goes with age (we are in our second generation 
now) we are alive to the needs of present day busi- 
ness and have a modern equipped office with agres- 
sive and progressive young men in charge and are able 
to give you the last thing in service. Try us and see. 











JOHN NAGHTEN & CO. 


(4stactisned 1600) 


General and Local Agents 


Insurance Exchange 
Long Distance Tel. Wabash 1120 


Risks accepted anywhere in the United States and Canada 


Chicago 














Arthur S. Nathan L. A. Rose 


Arthur S. Nathan 
(&, Co. 


Representing Substantial 1925 Insurance Exchange 


Fire and Casualty Companies for all lines Chicago 
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175 W. Jackson Blvd. 


F. W. Moore J. K. Walker E. W. Poinier 


INSURANCE 





Telephone, WABASH 400 


F. Y. Coffin 


MOORE, CASE, LYMAN & HUBBARD 


CHICAGO 








ROLLINS 
BURDICK 
HUNTER 
COMPANY 


Offices: 


Chicago 
New York 
Seattle 
San Francisco 








George R. Roberts 
Hans C. Timm 


Walter E. Egan 
Clifton L. Johnson 





Geo. W. Roberts & Son 


INCORPORATED 
INSURANCE EXCHANGE 
CHICAGO 


INSURANCE SERVICE PLAYS THE 
LEADING PART IN OUR 
PRODUCTION 


Telephone: Wabash 1627; Wabash 3833 

















Chic ago 
Local 


Agencies 


Are interested in the best and highest 
good of the business. 


They express their good will and in- 
terest to all in the fraternity. Agents 
in other cities will find the offices ad- 
vertising on this page well equipped 
for handling any class of business in 
the city. They invite the attention of 
all to their facilities for dispatching 
business accurately, satisfactorily and 
rapidly. 





> Wm. F. ROLLO 








W. DIX WEBSTER 


ROLLO, WEBSTER 
& COMPANY 


INSURANCE 


Insurance Exchange 
175 W. Jackson Blvd. 


CHICAGO 


TELEPHONE, WABASH 3848 
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i RN. Crawford &:.Co.| 


ALL BRANCHES OF 


iINSURANGE 


2113 INSURANCE EXCHANGE 


TELEPHONES -WAB.2637-8-9 


CHICAGO 











R. A. Napier & Co. 


ESTABLISHED 1893 
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RA NAPIER 


COMPANY 





175 W. Jackson Blvd. 


Insurance Exchange 


Chicago 
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? P.B. HOSMER 





ROCKWOOD HOSMER 


ESTABLISHED IN 1868 


A. J. KUELZOW 


R. W. HOSMER & COMPANY 


Suite 1551-1555 Insurance Exchange 


One of the Old Reliable Chicago Agencies 


All Kinds of Insurance Given Prompt and Reliable Attention in Our Various Departments 


CHICAGO 
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First British Company entered in the United States A. D. 1804 


PHCENIX 


ASSURANCE COMPANY, LTD. 
OF LONDON 


A Corporation which has stood the 


| test of time! 


ful business operation. 


139 YEARS of success- 


World-wide 


interests. Absolute security. Excel- 
lent service and facilities. 


UNITED STATES HEAD OFFICE 


During the 26th Annual Convention of the National 
Association of Insurance Agents, we are maintaining 
Office quarters at the Hotel Ambassador, Los Angeles, 
and trust that any of our representatives attending 
the Convention will favor us with a call. 








Organized 1837 





fraternity. 


Western Dept. 
DUGAN & CARR 
General Agents 
Chicago, Ill. 





Eastern Dept. 
THOS. H. SCOTLAND 
General Agent 
Hartford, Conn. 


The 


Citizens Insurance 
ompany 


St. Louis, Mo. 


For over eighty-four years the Citizens has promptly 
and fairly met its every obligation to the insuring public. 
During its entire corporate existence it has at all 
times recognized the rights of the local agent, thereby 
proving its friendship for and its value to the local 


Upon this occasion it extends greeting to its agents 
throughout the United States, with sincere thanks for 
the many courtesies and favors received at their hands. 


Agents wanted in desirable localities 


Southern Dept. 
W. R. PRESCOTT 
General Agent 
Atlanta, Ga. 











The Secretary s 
BY WALTER 


T is certainly gratifying to your 

| executive officers, as it must be to 
the entire membership, that we are 

able to report another 12 months of 
progress and advancement. 

An analysis of the wonderful annual 
address of your distinguished president 
and a consideration of the report of the 
executive committee, through its enter- 
prising chairman, reveal additional out- 
posts stormed and taken during the 
year in the ever upward and continually 
onward march of this national organ- 
ization in its journey toward ultimate 
altruism in the insurance business. 

The “old man of the sea” in the year’s 
work has been the ever present and 
constantly recurring financial problem. 
A herculean task is imposed in en- 
deavoring to operate a national organ- 
ization with constantly evolving and 
enlarging ideas as to its destiny with 
an inelastic and retarded income. At 
the beginning of a fiscal year it is 
not difficult for a budget committee to 
lay out the needs of the organization 
as revealed in a perspective of the year’s 
work. When that labor is completed, it 
thereupon becomes a real task to find 
the money with which to cover the 
budget prepared. 


T the Richmond mid-year meeting 

of the National association a slight 
advance was made in the membership 
dues. There were a few men at that 
time whose vision was sufficiently accu- 
rate to warrant them in believing that 
this slight increase would not be nearly 
sufficient to cover the increased activ- 
ities. However, the judgment of those 
who believed in advancing slowly pre- 
vailed, and, as a result, it was discov- 
ered at the annual convention in Des 
Moines, a year ago, that one of two 
things must be done. Either the activ- 
ities of the association should be ma- 
terially curtailed and a_ considerable 
amount of present work eliminated, or 
means must be found to meet a deficit 
of substantial proportions at the close 
of the fiscal year. When the situation 
was explained in a conference of state 
officers in Des Moines, there was an 
unanimous feeling emphatically ex- 
pressed against any curtailment of our 
activities and in favor of providing suf- 
ficient funds to meet any probable 
deficit. A resolution was subsequently 
introduced in the convention and 
unanimously adopted, calling upon the 
respective states to contribute to the 
national treasury relief funds equal to 
$2 for each member. More than two- 
thirds of the states, accordingly, have 
generously responded to this need, and 
thus prevented financial embarrassment 
to the National association. Nearly all 
of the remaining states are now arrang- 
ing to take care of their part of this 
relief work in order that the deficit 
shown in the financial report at the end 
of the fiscal year may be entirely wiped 
out. 

The budegt of expenditures laid out 
by the finance committee at the begin- 
ning of the last fiscal year totaled $100,- 
000. The expenditures have been kept 
well within that limitation. 


O be exact, there has been col- 

lected in dues from members, $36,- 
995; from the Des Moines relief meas- 
ure, $8,765, and from advertising in the 
“American Agency Bulletin,” $34,541. 
In order to make a permanent invest- 
ment in an addressograph equipment 
and to pay for membership signs, $2,143 
was temporarily withdrawn early in the 
year from the power development fund. 
These sums, together with sundry 
items of receipts, have produced a gross 
income for the association of $86,813. 
There was $75 balance on hand at the 
beginning of the year. In order to pay 
all bills at the end of the fiscal year, a 
temporary draft on the power develop- 
ment fund was made necessary in the 


—= 


Annual Report 


H. BENNETT 


sum of $6,500. This provided a total 
fund of $93,388. 

In disbursing these funds so as en- 
tirely to make them compass the asso- 
ciation’s field of activity, there was 
allotted $41,479 to the production of the 
“Bulletin”; $20,740 for salaries and office 
help; $6,882 for field development work; 
$10,444 for traveling expenses; $3,960 
for rent, printing, telephone and tele- 
graph; $2,143 for membership signs and 
addressograph equipment, and $4,560 
for sundry accounts payable, leaving on 
hand at the end of the fiscal year 
$3,180. 


HE power development fund at the 

beginning of the fiscal year con- 
tained $25,019. The net amount in the 
power development fund at the close of 
the fiscal year, after deducting the 
amount invested early in the year in 
permanent equipment, and after tem- 
porarily withdrawing $6,500 with which 
to meet all liabilities during the last 
month of the fiscal year, was $16,952. 
It is to be remembered, however, that 
the $6,500 temporarily withdrawn to 
close up the year’s financial transac- 
tions will be immediately returned out 
of the money yet to be received from 
the states that have not yet responded 
to the Des Moines relief measure. Asa 
matter of fact, the payment by the states 
of the full amount of the Des Moines 
relief measure will not only enable your 
executive committee to cover this tem. 
porary draft, but also the item of $2,143 
represented by the permanent invest- 
ment in equipment. So that upon these 
payments being made the full amount of 
the power development fund standing 
at $25,000 will be restored. 


HESE statements contained furnish 

me the opportunity of calling to 
your attention the absolute necessity for 
a different financing policy in the future. 

It was these recurring conditions that 
brought forth the new financial plan 
which became operative on Sept. 1, 1921. 
For the benefit of all members who 
may not be familiar with the plan as 
adopted at the Cincinnati mid-year 
meeting it may be well to traverse the 
subject briefly. 

In the early part of last December the 
executive and finance committees un- 
dertook the solution of the problem. 
Data were secured from every avail- 
able source; meetings and conferences 
were held; a number of plans were pro- 
posed and discussed. Most of them 
were found to be either impracticable 
or inequitable. 

No plan that could not stand the test of 
permanency would do. Suggestions for 
temporary financial relief were promptly 
discarded. The affairs of the associa- 
tion must be placed beyond the hazards 
incident to financial deficits, for the 
reparation of which makeshift remedies 
must be invoked. The future of the as- 
sociation depended on a sound system 
of financial operation. We are confi- 
dent we have that in the one adopted at 
Cincinnati. This I now present in out- 
line: 


PERATING under this plan, in 

July last, the executive and finance 
committees prepared a budget of ex- 
penditures for the fiscal year beginning 
Sept. 1, 1921. In making this budget 
they included the total probable amount 
of the annual operating expenses of the 
association, including such field develop- 
ment work in each state as seems neces- 
sary or desirable, together with the an- 
nual cost of publishing and issuing the 
“American Agency Bulletin.” 

From the total thus obtained, they 
deducted the estimated receipts from 
advertising in and from other sources 
by the “Bulletin” for the next ensuing 
fiscal year. The net amount remaining 
to be provided by the membership was 
$65,404. 
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A Growing Youngster 


The development of the City of New York 
Insurance Company during the past year, even 
in the face of conditions quite unfavorable for a 
relatively young company, isasplendid indication 


of the future that awaits this aspiring member of 
The Home Affiliation. 


Its progress and expansion have been guided 
by the same watchful eyes that were responsible 
for the upbuilding of The Home of New York to 
its present position. 


Agents who are extending a receptive hand 
to the City of New York Insurance Company will 
be rewarded in having the representation of a 
company that is continually improving the place 
it occupies in the insurance world. 


CIrY of NEW YORK 





“INSURANCE COMPANY 


‘ ELBRIDGE G. SNOW, President 


New York Office: 56 Cedar Street 


FIRE AND ALLIED BRANCHES OF INSURANCE 
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Third Century of 
Active Business 


1720 1921 


THE LONDON ASSURANCE 
CORPORATION 


United States Branch 
84 William Street, New York 


JOHN H. PACKARD 


Assistant Manager 


STATEMENT JANUARY Ist, 1921 
Le, rr i oe Beeman $7,502,641 
rere $4,889.720 

Including Re-Insurance Reserve 


PR Sain nnadcgae dé éiawecadatacee $2,612,921 
Losses Paid in the United States (over)... $45,000,000 
































NEWARK, NEW JERSEY 


One of the strongest and most proégres- 
sive Casualty and Surety Companies in 
the country, writing the following lines 
of insurance— 


Automobile Liability 
Property Damage 

Employer’s and Public Liability 

General Liability 
Workmen’s Compensation 
Personal Accident and Health 
Industrial Accident and Health 
Plate Glass 
Surety, Court and Fidelity 


Burglary 

Unearned Premium Reserve .. . . . $1,875,627.02 
Re Do erw ie ie!) Hie « 1,443,057.82 
All Other Tinbiliiies 2... te ew 339,957.32 
Voluntary Reserve ....... .« 75,000.00 
Capital . . . . $750,000.00 
Net Surplus . . 500,000.00 
Surplus to Policyholders ...... 1,250,000.00 

Ameets . . ss 2 2 «6 «© © | ROSES 

















The executive committee then deter- 
mined the number of members in good 
standing in each state and the aggre- 
gate number of all members in all state 
associations. Also the total income 
from membership dues in each state and 
the aggregate amount of all income 
from membership dues in all state asso- 
ciations. 

The executive committee having ap- 
proximately ascertained these facts, they 
then allotted to each state association a 
sum to be paid to the National asso- 
ciation based on both membership and 
state income which represented the 
proportionate part of the whole that 
should be paid by the respective states. 

In the interpretation and application 
of this plan the executive committee, of 
necessity, must be guided by the actual 
needs of the National association, con- 
sidered in conjunction with the re- 
sources of the respective state associa- 
tions. 


HE state association, rather than the 

individual member, now becomes the 
unit. With the great growth of the 
membership during recent years the 
system of collecting individual dues has 
become cumbersome, difficult and im- 
practicable. It has become plain to 
those of your officers and committee- 
men who have studied the subject that 
the old governmental theory of state 
sovereignty and national union is best 
adapted to our necessities and require- 
ments. Most state officials prefer to 
handle their own financial problems ac- 
cording to the local conditions there ex- 
isting. 

The National association having 
allotted to the states a fair and equitable 
portion of the amount required to carry 
on the work, based on both member- 
ship and income, the state associations 
will now determine the best plan by 
which to raise their respective allot- 
ments, together with the revenue re- 
auired for their own management. It 
should be plain to the state associations 
that the adoption of a budget system by 
them is desirable if not actually neces- 
sary. In that way only will they be 
able intelligently to provide on a fair 
and equitable basis the funds essential 
to their efficient management and opera- 
tion. 


FTER its adoption at the Cincin- 

nati convention this plan was sub- 
mitted to all of the state officers, and 
from the four corners of the country 
we have received numerous letters com- 
mending the executive officers for hav- 
ing finally adopted a financial system 
which appears to be simple, adequate 
and necessary. From no state associa- 
tion nor individual have we received a 
single objection to the plan, nor an 
expression indicating that it would not 
solve the perplexing financial problems 
of the National association. 

You will recall that in the allocation 
being made to the respective states it 
is provided that the first quarter thereof 
shall be due Oct. 1, 1921. You will be 
interested in knowing that New Jersey, 
the home of your distinguished presi- 
dent, was unwilling to wait until the 
time at which the payment was to be 
made, but immediately responded with 
its first payment for the next fiscal year, 
and is the only state paying during the 
last fiscal year. 

In connection with the work of the 
association for the past year, it is noted 
that three new state organizations have 
been completed. Through the opera- 
tion of the field department, Kansas, 
North Dakota and South Dakota have 
been added to the stars in the National 
association firmament,- making at the 
present time forty state associations. 


a" the middle of the present 
year your executive officers, feel- 
ing that the work in the New England 
States justified some special attention, 
entered into an arrangement with what 
is known as the New England advisory 
board. This board is composed of the 
state officers of the six New England 
states. It was agreed that a New Eng- 


land field secretary should be employed 
for a period of six months, one-fourth 
of this total expense to be carried by 
the National association and _ three. 
fourths by the New England advisory 
board. This service was inaugurated 
March 15. We are confident that the 
experiment was an eminent success, 
and that the spirit of the National asso. 
ciation is largely enhanced in the New 
England states today because of this 
werk. 

The “President’s Cup,” designed to 
be awarded at each national convention 
to the state adding to its membership 
the largest percent of increase for the 
entire fiscal year, has been won by the 
little state of Rhode Island. Perhaps 
this unusual activity in Rhode Island 
this year is a further tribute to Presj. 
dent Cox. I am told that the state 
claims to have educated him and pre- 
pared him for the great work in which 
he has been engaged. 


T the last national convention a re. 

port was made in the matter of the 
ownership of casualty expirations. Be. 
fore that time letters were directed to 
the casualty company executives asking 
them to define their position on the 
ownership of these expirations. A num- 
ber of letters were read at that time 
as evidence of the interest taken in the 
proposition by the casualty companies, 
Since the last annual convention addi- 
tional companies have written to the 
national office, announcing their belief 
in the principle that the expirations in 
the casualty business placed on the 
books of a company by an agent belong 
to and are the property of the agent 
producing the business. As a net re- 
sult of our efforts in that behalf 27 
casualty companies now subscribe to 
this doctrine for which we are earnestly 
contending. 

The year’s work has abounded in 
problems, both serious, intricate and 
perplexing. Withal, it must be appar- 
ent to students of the insurance busi- 
ness in America that your National as- 
sociation has secured and is occupying 
that position in the constant develop- 
ment of the underwriting business to 
which it is properly entitled. 


Modern Trend and the Agent 


(CONTINUED FROM PAGE 42) 


forms. The state must necessarily have 
inflexible rules. Its first aim is to give 
capital meager returns; its next is to 
remove the middleman from the scene. 
To succeed you must be more than a 
solicitor. You must know your busi- 
ness from rate making to adjusting. The 
future calls for greater knowledge. To- 
day because of the feeling that the agent 
is not in a position to protect the as- 
sured, service agencies have sprung up. 
These agencies are equipped with men 
who have a knowledge of the rate and 
of the schedule. They are employed to 
see that the policy gives the coverage 
to which the insured is entitled, to sug- 
gest improvements which will tend to 
reduce the rate, and finally, to take care 
of the adjustment in case of loss. All 
this was once the province of the local 
agent. The assured will not long pay 
him for a service which he must employ 
some one else to render. It is an axiom 
that the compensation of the agent will 
in time be only commensurate with the 
service rendered. 


AM appealing to you today to do 

your part in making the insurance 
business what it should be. To eliminate 
bad underwriting practices, both on the 
part of the company and the agent. To 
remove from the field the unethical, the 
unscrupulous and the ignorant agent. 
But you must do more than this. You 
must make yourself a larger part of the 
business. You must do your part to 
retain to the insurance world the privi- 
lege of reasonable self-regulation. This 
can only be done with your help. The 
companies and the agents must work 
out their problems together. If you 
succeed, you need have no fear of the 
modern trend. 
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MAXSON, PERDUE & KETCHUM 
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i 
i 


\ 
it 
| 


i 
| 











422 Leader-News Building CLEVELAND, OHIO 
Cee | 
“Engineering Service Extended to Brokerage Accounts” : W. E. Richey W. E. Flickinger J. W. Barrett 
| Richey, Flickinger Co. 
THE JAMES and MANCHESTER (CO. cniieaeunenia 
| , Service in every particular 
| eens Caren ee Marshall Building Cleveland, Ohio 






































| 
CLEVELAND—THE CITY OF PROGRESS | 


Local agents of Cleveland have always been staunch followers of the prin- 
ciples underlying the American Agency System. They are live men in their 
business. They are keeping in tune with the onward march of their great 
city. Count on Cleveland agents at all times to back the agency movement. 




















The Hopkinson-Burridge-Pearse Co. B. C. HINIG & COMPANY 
Insurance Underwriters INSURANCE 


HIPPODROME BUILDING 


CLEVELAND 613 National City Building CLEVELAND, OHIO 












































Your Best Introduction to Your Prospect 


an—/ETNA AGENCY 


TN A AFFILIATED COMPANIES 


WRITE ALL CASUALTY LINES 


W. G. WILSON, Manager for Ohio 


622 Leader-News Building Cleveland, Ohio 
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Report of Executive Committee 


chairman of the executive commit- 
tee, presented the 
port: 

The constitution of the National As- 
sociation of Insurance Agents commits 
to the executive committee the duty of 
general supervision and management of 
its affairs, and the power to act for the 
association, between meetings, as occa- 
sion shall require and demand. How 
well the members of your present com- 
mittee have succeeded in meeting these 
requirements is for you to determine 
and decide. 

President Cox in his report has 
brought to your attention some of the 
real problems and some of the real ac- 
complishments of the past year. I am 
sure that after listening to his address 
you have a better understanding and a 
greater appreciation of the work of the 
National association. For a quarter of 
a century it has had a most honorable 
history. Beginning in a very small 


J as L. CASE of Norwich, Conn., 


following re- 


way in the Great Northern Hotel in 
Chicago, on Sept. 30, 1896, with 20 orig- 
inal members, it has grown in influence 
and power, and today there are approxi- 
mately 10,000 of the most successful 
local agents of the country identified 
with its interests. 


TS object is to support right principles 

and to oppose bad practices in insur- 
ance underwriting. It reaches its 
members through separate state organ- 
izations, and the success of its work 
depends, in a very large degree, upon 
the support and cooperation it receives 
from these several units. I am _ per- 
suaded that if ever the times demanded 
a strong, active and efficient national 
organization, such as ours, the present 
is that time. 

“Efficient Service” has been the aim 
of your present executive officials, and 
in the endeavor to properly solve the 
many and varied problems of the year, 
their desire has been to secure results 


that would be for the best interests and 
the greatest good of the public, the 
companies and the local agents. 

We have been most fortunate in re- 
taining President Cox as our chief 
executive for a second term, and only 
those who have been closest to him can 
fully appreciate his labors and his sacri- 
fice of time, strength and money for 
the common good. His thorough 
knowledge of the insurance business, 
his high ideals, his tremendous energy, 
have all combined to make him an 
almost perfect leader, and the thanks 
of every member of this association are 
justly due him. His service to the Na- 
tional association during the past four 
years, two years as chairman of this 
committee and two years as president, 
cannot be measured in words. I know 
that I bespeak the sentiment of every- 
one when I assure him of our gratitude 
and our most sincere appreciation. 
That the National association owes to 
him in a very large degree its present 
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‘Use Our Surplus Line Capacity 


Local agents can find ample capacity and attentive 
service for handling their excess lines in our Surplus Line 


Our country-wide organization enables us to offer you 
exceptional service for handling insurance on lines you 
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honorable position in the insurance 
world is no secret. May his interest 
in and his loyalty to the principles for 
which we stand continue for many, 
many years. ; 


iB Beg of you who were present at 
the Des Moines convention last year 
will remember that we faced a year of 
great uncertainty. The preceding year 
had been most strenuous, and only by 
the greatest effort and the most loyal 
cooperation had we been able to meet 
our financial obligations. ‘We were con- 
fronted with the necessity of developing 
a financial plan that should permanently 
produce sufficient revenue to make pos- 
sible an ever increasing work from year 
to year, and one that would not become 
a burden to the state associations. This 
committee, in cooperation with the 
finance committee, was instructed to 
prepare such a plan, and to report to 
the midyear meeting. Conferences 
without number were held, and many 
suggestions were proposed, discussed 
and discarded, until that which now 
seems to be the best for all concerned 
was recommended to and unanimously 
adopted by the Cincinnati midyear meet- 
ing last March. Nearly all of the state 
associations have since recorded their 
approval, and we now await with con- 
fident expectation its practical develop- 
ment. 

We were also obliged to face a period 
of greatly increased costs of labor and 
material, all of which made necessary 
a budget of $100,000. 

It is a pleasure for me to commend 
the efficient business methods which are 
now in use in the New York office. The 
same thorough and systematic care is 
given this department of the associa- 
tion’s work as is found in the office of 
any local agent in the country, and any 
information regarding it can be obtained 
at any time. Secretary Bennett’s faith- 
ful and efficient service during the past 
year has been of inestimable value and 
I bespeak for him not only your appre- 
ciation, but your support and coopera- 
tion. 


Bag icone recent years have witnessed 
a large increase in our membership, 
but it is to be hoped that- our efforts 
in this direction have just begun. There 
ought to be at least ten thousand other 
agents in the country identified with 
both our state and National associa- 
tions. 

Chairman J. A. Giberson of the mem- 
bership committee has done excellent 
work during the year and it is confi- 
dently expected that the coming twelve 
months will see many new members 
added to our roll. Numbers are most 
important to any organization, but the 
quality of its membership is even more 
so. As has been stated, a model agent’s 
qualification law has been prepared, and 
it is hoped that it may be used to advan- 
tage by the several state associations. 
That a local agent should have a reason- 
able knowledge of the insurance con- 
tract which he sells, as well as of the 
insurance laws of his own state, is rea- 
sonable and fair, and it is exceedingly 
gratifying to know that we have the 
support and approval of company rep- 
resentatives, and the insurance com- 
missioners’ committee to this end. 


UR success in the future depends 
in a very large degree upon the 
strength of our state associations. It 
is most important that those elected to 
office should be fully qualified for their 
respective positions. ' 
Each state should be divided into dis- 
tricts and vice-presidents or secretaries 
should be appointed to supervise the 
work in the several sections. ; 
Regular news letters containing the 
most up-to-date information regarding 
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Loyal Associates 


Loyal adherence to every obligation has marked the Fire 
Association for more than 100 years. Prompt discharge of 
every policy agreement and strict adherence to business 
ethics are a matter of course with this company, that sees 
in every obligation not a burden, but a trust. 





In that way the Fire Association has won the confidence of 
thousands of agents and the policyholders. Agents and 





. company do not deal “at arms length” —they are loyal ° 
Reliance dni Victory 
Insurance Insurance 
Company Times change and men pass on, but institutions endure. Company 


The new men are molded by the traditions of the company 
of Philadelphia they serve. And so it is that the two companies that have of Philadelphia 


come under the same management as the Fire Association 


Inc. 1841 have the same ideals and the same loyalty to every obligation Inc. 1919 
Capital Fst sai inne the parent company a landmark in American Capital 
re insurance. 
$400,000 $500,000 
E. C. Irvin, E. C. Irvin, 
President President 


Fire Association 


of Philadelphia 





Capital Established 


Surplus 
$1,000,000 1817 


$3,937,713 
E. C. IRVIN, President 

J. W. COCHRAN, Vice Pres. M. C. GARRIGUES, Secy 

J. B. MORTON, 2nd Vice Pres. R. N. KELLY, Jr., Asst. Secy 


WESTERN DEPARTMENT 


Insurance Exchange, Chicago 


J. H. THOMAS, Manager 
F. H. BURKE, Asst. Mgr. A. E. POWRIE, 2nd Asst. Mgr. 
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Agricultural 


Insurance Company 


of 
Watertown, N.Y. 





A dependable company for agent 
and policy-holder 





Fire, Windstorm, Marine, 
Automobile, 

| Sprinkler Leakage, Riot 

and Explosion, Hail 


EDWARD BROWN & SONS 
San Francisco, Cal. 


General Agents for Pacific Coast 


CASHMAN & EVANS 


Denver, Colo. 


General Agents for Colorado and New Mexico 


GROSS R. SCRUGGS & CO. 
Dallas, Texas 


General Agents for Texas and Arkansas 


FRANK B. CLARKE 
New Orleans, La. 


General Agent for Louisiana and Mississippi 


CAVANAUGH-BJORNSON CO. 
Omaha, Nebr. 


General Agents. for Hail and Survey Department, 
Kansas, Nebraska, Iowa, Missouri, 
Minnesota and South Dakota 




















the work of state and National associa- 
tions should be issued regularly (once 
a month, if possible), for there is no 
better way of keeping the local agent in 
touch with the affairs in his state or 
in the nation than by this means. 

It is very desirable that two meetings 
of each state association should be held 
during each year, although I realize 
in some states that this is quite impos- 
sible. Where it cannot be done, sec- 
tional or district conferences should be 
arranged. 

Much care should be given the prepa- 
ration of programs for these meetings 
and every effort should be made to se- 
cure a large attendance. The national 
officers are ready at all times to assist 
any state association along these lines. 
Each state association should insist that 
its president, and if possible its secre- 
tary, should regularly attend both the 
annual and the mid-year meetings of 
the National association, and it is only 
fair and just that the expenses of these 
officers, so incurred, should be paid by 
the state organizations. Where this 
plan has been followed in the past the 
money so invested has paid large divi- 
dends. 


T is anticipated that during the com- 

ing year some plan will be formu- 
lated whereby the territorial vice-presi- 
dents may be used more efficiently than 
in the past. The country has been 
divided into ten sections, or zones, and 
were sufficient funds available, a field 
secretary would be located in each of 
these districts, to work under the super- 
vision of the territorial vice-president. 
Such an ideal is, of course, impossible 
at the present time, but it is very essen- 
tial that we should cooperate more 
efficiently in the future with our vice- 
presidents in their respective sections 
than in the past. 

The work of our two field secretaries 
has been most satisfactory during the 
vear. Karl Rieke has traveled exten- 
sively in many states, and his work has 
shown excellent results. By arrange- 
ment with the six New England state 
associations, they paying a portion of 
the expense, W. A. Reed has, for six 
months, labored successfully in that ter- 
ritory. The field men are under the 
direction of the national secretary- 
treasurer, and while the sectional plan 
is new and somewhat untried, the re- 
sults of the vear have shown that it is 
not only feasible, but very desirable. 


HE work of our several standing 

committees has been most efficient 
during the past year. Chairman 
Charles F. Wilson of the finance com- 
mittee, Fred P. Abbott, chairman of 
the casualty committee; Arthur G. 
Chapman, chairman of the grievance 
committee; James T. Catlin, chairman 
of the fire prevention committee; J. A. 
Giberson, chairman of the membership 
committee, and Arthur L. Clemons, 
chairman of the legislative committee, 
have all given a vast amount of time 
and thought to their respective depart- 
ments, and I very gratefully acknowl- 
edge the fine loyal spirit of cooperation 
which they have shown. 

A careful consideration of their sev- 
eral reports will show that only by the 
most efficient team work can the best 
results be obtained. 

The “Bulletin” has been published 
regularly during the year. It is a most 
important part of our work. It is the 
only practical means by which your 
executive officers may reach the entire 
membership of the association. Editor 
W. E. Underwood has been most faith- 
ful in the performance of his duties, and 
he is deserving of the thanks of every 
member of the association for the man- 
ner in which he has discussed many of 
the vital and perplexing problems of 
the past year. 

It is to be hoped that in the near 
future the size of the paper may be in- 
creased from 16 to at least 20 pages. 
Mav I urge a more careful and regular 
reading of its columns, for it carries 
from week to week many important 
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Ray B. Smith, Pres. 





A Staunch and Conservative Company 


Organized and Managed by Experienced Insurance Men | 
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messages. It is our paper; the official 
organ of the National association; 
owned, operated and conducted for the 
good of all, and it is a powerful agency 
for the extension and development of 
the ideals for which we exist. 


ITH this annual meeting we begin 

a new era in the history of the 
National association. The past is be- 
hind us, but we face the future with 
confidence, 

I am sure that the same loyal spirit 
which has so singularly marked the 
several stages of development during 
the past quarter of a century will con- 
tinue to guide and direct in the future. 

The National association has no sec- 
tional bounds. It stands for interests 
that are nation wide, and it carries a 
message of loyalty and responsibility 
alike to the agents of the north, the 
south, the east and the west. 

May I therefore, in closing this re- 
port, suggest: 

1. That every effort be made to se- 
cure a larger and better trained mem- 
bership during the coming year. 

2. That special attention shall be 
given to an increased program of work 
by state associations, and that an at- 
tempt be made by them to interest 
every desirable policy writing agent in 
the work, 

3. That there shall be a closer co- 
operation between the officials of the 
state associations and the executive offi- 
cers of the National association, with 
the common desire that the one shall 
help the other to attain the highest pos- 
sible standard of efficiency. 

4, That because of a mutual realiza- 
tion that the National association’s in- 
terests are inseparable from those of the 
state associations, it is to be expected 
that the new financial plan which has 
been so unanimously adopted may be 
given the fullest support by the state 
associations; that sufficient funds may 
thereby be placed at the disposal of the 
national organization in order that the 


most efficient work possible shall be 
conducted. 

5. That the conference committee of 
the National association shall avail it- 
self of every opportunity of conferring 
with similar committees of the com- 
panies, and of the insurance commis- 
sioners, to the end that an _ ever 
increasing confidence in one towards 
the other may result. A continued cor- 
dial and friendly relationship is greatly 
to be desired, for it means 4 more satis- 
factory service to the insuring public of 
the country. 

6. That because we realize that only 
by service can the results we so much 
desire be obtained, we, the members 
of the National association, in conven- 
tion assembled, resolve that we will 
pledge our best to the companies we 
represent and to the public whom we 
serve in order that this ideal for which 
we stand may ever _ increasingly 
strengthen our relations with them in 
the future, even to a greater degree than 
it has in the past. 





Message from Louisville Board 


Wednesday afternoon’s session opened 
with the reading of a telegram from 
the Louisville Board, in which it was 
stated that every agency organized in 
Louisville since the famous controversy 
of a year ago is now a member of the 
board. In other words, Louisville agents 
are standing solidly together and the 
Louisville Board is a more firmly knit 
organization as a result of what at first 
looked like a very disastrous affair. 
Before calling upon any’ of the sched- 
uled speakers, Secretary Bennett read 
a number of communications from com- 
pany officials and insurance commis- 
sioners who had been invited to the 
meeting. These were read for the pur- 
pose of making clear the attitude now 
held by the principal insurance execu- 
tives on the country toward the Na- 
tional association. The tone of all of 
the communications was highly compli- 
mentary. 


Ex-President E.M. Allen 
Sends Letter to Agents 


M. ALLEN of Helena, Ark., ex- 

Ek; president of the National Associ- 

* ation of Insurance Agents, was 

not able to be present at Los Angeles, 

but sent a letter that was read at the 
convention. He said: 

Business matters outside of insurance 
but of extreme importance to me have 
finally forced me to give up my plans 
for attending the Los Angeles meeting. 
I will not inflict upon you the manu- 
script of the talk I intended making 
there, but am wondering if you would 
object to an informal letter on the sub- 
ject of the National association? 

Two-thirds of the total attendance at 
Los Angeles should comprise agents 
from Washington, Oregon, California, 
Idaho, Nevada, Montana and Utah, 
and this letter is intended primarily for 
them. The gross membership of the 
National association of Aug. 1 was a lit- 
tle less than 12,000, of which the states 
above named furnished 963 members, 
or less than 9 percent of the total. The 
Los Angeles meeting should convince 
Pacific Coast agents that this propor- 
tion is entirely out of line. 


N the first place, this is the only or- 

ganization which devotes itself solely 
to the protection of the interests of local 
insurance agents. It is the only organ- 
ization that-is doing, or can do, effective 
work for local agents, regardless of geo- 
graphical location. ‘The best evidence 
that it is capable of doing so in the fu- 
ture is the fact that for more than a 
quarter of a century it has labored un- 
ceasingly in constantly increasing meas- 
ure, for the success of the “American 
Agency System.” Your association is 
now a dignified and important factor 


in the insurance world, and is honored 
and respected by all insurance interests, 
Through wise and diplomatic conduct 
in formulating and enforcing its princi. 
ples, the association has attained to 
that degree of influence with companies 
and insurance commissioners, which js 
essential to securing remedies in relief 
of such conditions as impair or tend to 
injure the interests of local agents, 
While it is not within the province of 
the national body to intervene in the re- 


E. M, ALLEN, Helena, Ark, 
Ex-president National Association 
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UTAH HOME FIRE INSURANCE CO. 


Surplus to Policyholders over $1,200,000 
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JULIUS BACHER AGENCY 


Brumder Building 


Milwaukee 


INSURANCE and BONDS 





Local Agents wanted throughout the State 














W. B. CALHOUN, President 
ROBERT E. HACKETT, Vice President 


“We Want Your Business” 


Calhoun: Insurance Agency 


Telephone Grand 4083 
215-216-217 Brumder Bldg. 


ALLEN R. CALHOUN, Sec.-Treas. 
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GENERAL INSURANCE 


MORTGAGE LOANS 


REAL ESTATE AND SURETY BONDS 


THE LARGEST IN THE STATE 


ENGINEERING AND INSPECTION SERVICE 
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lations between individual agents and 
their principals, the agents are always 
secure in the knowledge that they have 
behind them at call the support of the 
entire organization in every proper ef- 
fort to redress grievances or injuries by 
any other interests contrary to the de- 
clared principles of the association. The 
Bank of Italy matter in California is a 
case in point. 

As you have already been told at a 
recent meeting between your conference 
committee and the laws committee of 
the National Board, a uniform agency 
qualification law was agreed upon. This 
is the culmination of more than twenty 
years of effort, and speaks volumes for 
the confidence now reposed in the Na- 
tional association by our company as- 
sociates. 

One of the outstanding evils threaten- 
ing the future of local agents today is 
the undignified and  unbusinesslike 
methods used by some eompanies in ob- 
taining agency representation. A rea- 
sonable qualification law in every state, 
respected by all concerned, will add to 
the dignity and standing of our profes- 
sion and will redound to the credit of 
both companies and agents in the eyes 
of the public. 


RESIDENT Cox is about to close 

four years of intense, unselfish de- 
votion to your cause. The results speak 
for themselves. Mr. Cox and the com- 
mittee members assisting him have la- 
bored unceasingly, and their accom- 
plishments have exceeded the fondest 
dreams of the most optimistic. They are 
delivering into your hands a powerful, 
smoothly running machine, capable and 
efficient in every respect. No future 
president can afford to sacrifice himself 
unreservedly in carrying on the work. 
The future of the National association 
is indeed a brilliant one if the support 
of the agents throughout the country 
may be relied upon. This is absolutely 
necessary, and the membership must be 
equally distributed from coast to coast. 
It is not possible any longer for a few 


GOOD ROADS ABOUT LOS ANGELES 








Good roads are one of the chief assets of Los Angeles and southern California. 
Over 54,000 men and women, outside the state as well as residents, belong 
to the Automobile Club ef Southern California. 


ATUPRACUMLIO DT UOSD UDELL REET 





faithful enthusiasts to carry the load. 
The national body has many times justi- 
fied its existence, and must now ex- 
pect, without repeated solicitation, the 
willing and generous support of all loyal 
agents. 


URTHERMORE, the only organi- 
zation that can benefit Pacific Coast 
agents is this association. New York 
and Hartford are the insurance centers 
of this country. Our work must be 
done through New York. We now have 
for the first time a capable, experienced 
and thoroughly reliable office organiza- 
tion. Duplication of effort or a divided 
house among local agents would be fa- 
tal to our own best interests. 
My closing message is this: If you 
are satisfied with what has been done 
it is incumbent on you to do your part 


towards carrying on the work. This is 
the responsibility of every local agent 
who thinks for himself. The new ad- 
ministration must be able to rely upon 
the steady, increasing, unchangeable 
loyalty and ungrudging support of local 
agents everywhere. 

Will the Pacific Coast agents do their 
part? 


Grand Rapids, Mich., sent a popular 
delegation, it consisting of Miss Blanche 
and “Zella Irish, daughters of J. Floyd 
Trish, managing underwriter of the 
Peninsular Fire. Mr. Irish’s daughters 
are connected with the home office of 
the Peninsular and attended the conven- 
tion in company with J. W. Going, gen- 
eral agent of the Peninsular at San 
Francisco. 


Cox Gave Only Talk 


On Tactlessness 


.. Fred J. Cox gave the 
only talk on “Occasional Tactlessness 
by Company Representatives in Public 
Relations,” listed for general discussion 
on Wednesday afternoon. Mr. Cox told 
the story of a rating bureau manager who 
when requested by the city attorney in 
his town to furnish information on rates 
on the city hall, informed the city at- 
torney that the question would have to be 
discussed in his (the rating bureau man- 
ager’s) office. The rating bureau man- 
ager assumed a haughty and distant at- 
titude. His manner incensed the city 
official, who went into court with the 
contention that companies operating in 
the state were in a conspiracy. He insti- 
tuted suit and as a result of a decision 
rendered, caused the dissolution of the 
rate making machinery of the state and a 
complete revision of rating methods. The 
attitude of this man, who was, Mr. Cox 
said, a square peg in a round hole, illus- 
trated the harm that might be done to 
the business as a whole where a company 
representative lacks diplomacy and judg- 
ment. 


Souvenir Program 


An attractive and well designed 
souvenir program was distributed at 
the meeting. The booklet contained a 
brief historical review of the National 
association, some facts and figures abou 
the Los Angeles Fire Insurance Ex- 
change, interesting information regard- 
ing industrial Los Angeles, data regard- 
ing the California association, and in- 
formation regarding side trips, hikes 
and points of interest in and about Los 
Angeles. The program proved to be 
very useful to a large number who 
were visiting Los Angeles for the first 
time. 











Greetings 


from the 


Pacific States Fire Insurance Company 


—of— 


Portland, 


Oregon 


Assets over $1,000,000.00 


| You will find a warm welcome at the Home Office of the 1a 
company at Eleventh and Alder Streets, Portland, Oregon 


T. H. Williams, President 
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ANNUAL ADDRESS GIVEN 
BY PRESIDENT F. J. COX 


(CONTINUED FROM PAGE 10) 


the value of others. Fire prevention 
and rate reduction go hand in hand— 
what other business for profit offers so 
great a field for service? 

Ignorant agents, incompetents who 
are not qualified to protect the insured 


- by proper coverage and who do not 


know what real agents’ service to the 
assured means, are breeders of trouble 
for the whole fraternity—agents and 
companies. 


ACTLESS company officials, able in 

their own particular departments 
but temperamentally unfitted to serve in 
positions where decisions are made that 
vitally touch the public and require dip- 
lomatic treatment as well as technical 
training, are also sources from .which 
spring public prejudice. Our business 
is carried on by thousands; by its very 


Lo WW 


City are proud to be affili- 
ated with the National 
Association and are con- 
tinually striving to do 
their utmost for the good 
of local agents, the country 
over. The local agents of 
Kansas City, through the 


nature it touches almost every inhabi- 
tant of the country, as does no other 
business under the sun. Are we not 
ourselves therefore to a certain extent 
responsible for many of our own trou- 
bles so widespread are our opportunities 
to error? 

If improvements can be made in the 
administrative details of our fire insur- 
ance machinery which will produce less 
friction and allay sources of present 
irritations, let’s make them. If uni- 
form underwriting rules, sound but less 
restrictive in unessentials; anti-discrim- 
ination laws; uniform schedule rating 
systems; uniform agency qualification 
laws, or what not, will help to make 
our business simpler, more easily un- 
derstood, or better its service to the 
people of the United States, let’s get 
behind them. 


HE members of the National asso- 
ciation have a great work to per- 
form, no less than, that of educating 


un me 


the great American public. We agents 
believe in our business, regard it as a 
profession and respect the character 
and ability of the company executives 
who are_at the helm. We resent the 
unfair attacks made upon us, and pur- 
pose to defend ourselves to the limit 
of our resources, but we are conscious 
of the truth that the remedy lies with 
us. When the public has heard our 
story, the story of our great business 
and the wonderful work it performs, 
when it appreciates the increasingly 
improving service of the agency force of 
the country, there will be fewer oppor- 
tunities afforded for misrepresentation. 

The National Association of Insur- 
ance Agents believes in cooperation. It 
considers agents and companies part- 
ners in conducting a great institution of 
inestimable value to the people of the 
country. The National association 
recognizes the efforts being made by 
the National Board to do its part in the 
work of education, now so obviously 





valuable franchise, costing $1000.00? 


R. A. Long Building 





Insurance Agents 


Do You Know that the agents in Kansas City, Missouri, through the Kansas City Fire Insurance 
Agents’ Association, one of the oldest local organizations in the country, have solved the prob- 
lems of side liners, overhead writing, rebating and other ills ? 


Do You Know that a membership in that Association, like a seat on the Board of Trade, is a 


Do You Know that R. B. JONES & SONS agency (established 1889) combines with these unusual 
conditions a perfectly equipped insurance office for the handling of important lines in or near 
Kansas City? Your Clients’ interests will be best served if you will use the facilities of 


R. B. JONES & SONS 


Kansas City, Missouri 











necessary. This is the time, then, for 
agents in the common cause, and here 
practical team work of companies and 
and now we repeat to the companies the 
words spoken to us by President F, ¢ 
Buswell of the National Board, when 
as chairman of the first conference com- 
mittee to us from that board, he ad- 
dressed us at the Louisville convention: 
“It is worth considerable to know that 
in case of need the underwriters and the 
agents will be found standing together 
to resist and resent any attack upon 
their business from whatever source it 
may come.” 


One of the popular company officials 
who came early and stayed late was 
Louis T. Miller of Atlanta, Ga. man- 
ager of the southern department of the 
Western and British America of To. 
ronto, and the American Central. Mr. 
Miller is one of the most popular com- 


pany executives in the southeast. 


= 


Kansas City Fire Insur- 
ance Agents’ Association § 
have definitely solved the 
problems of side liners, 
overhead writing, rebating 
and otherills, and are con- 
tinually striving to maintain @ 
that high plane that character- 
izes only the best insurance 
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Began Business in 1871 


SUPERIOR FIRE INSURANCE COMPANY 


SUPERIOR SERVICE SATISFIES 


Capital $600,000 Assets $3,067,548.54 


PITTSBURGH, PA. 


Net Surplus $585,340.40 


Local agents these days are beginning to appreciate the importance of the moderate sized companies. They form an influence in the fire insurance world that 


is healthful to the business. ‘The large companies have their appropriate sphere of action. 


The agents of the country, however, should not overlook the 


danger of overcentralization. The American agency system, to be perpetuated, must have as its real foundation these fire insurance institutions that appre- 
ciate and value the services of local representatives. Such companies as the Superior in a local agency preserve its integrity and permanency. The Superior 


A. H. TRIMBLE, President 


only asks fair treatment. Its service and indemnity are as good as the best. 


EDWARD HEER, Vice-President and Secretary 








WM. F. STIFEL, President 
WM.V. FISCHER, Assistant Secretary 


WHEELING FIRE 
INSURANCE CO. 


Wheeling, West Virginia 


O. E. STRAUCH, Secretary 


OUR MOTTO: 
Always\scite Lsses Promptly 


SAFE SOLID SOUND 


THE : 
Allemannia Fire 
Insurance Company 


Commonwealth Building 
Pittsburgh, Pa. 


Incorporated 1868 


W. STEINMEYER, President 


CHAS. B. REITER, Secretary 
WM. A. STEINMEYER, Vice-President 


G, W. UNVERZAGT, Assistant Seeretay 


Assets, $2,975,861.78 
Capital and Surplus to Policyholders, $1,316,930.77 














Republic Fire Insurance 
Company 


PITTSBURGH, PENNSYLVANIA 


ORGANIZED 1871 


Cc. W. GERWIG, President N. A. WEED, Secretary 


MANY LARGER 
NONE BETTER 








PITTSBURG 
UNDERWRITERS 


GEO. R. DAVIES, Manager L. M. STEPHENS, Ass’t Manager 


‘Commonwealth Building 
PITTSBURGH, PA. 


UNDERWRITTEN BY 
Allemannia Fire Insurance Co. 
National-Ben Franklin Insurance Co. 
Superior Fire Insurance Co. 
Republic Fire Insurance Co. 
all of Pittsburgh, Pa. 


Combined Capital, $2,300,000 Assets, $12,794,139.23 
Surplus to Policyholders, $4,545,299.44 


New Agencies Solicited 











National-Ben Franklin Fire Insurance Co. 


ESTABLISHED 1866 
120-122 West Ohio Street, N. S., Pittsburgh, Pa. 


CAPITAL 


$1,000,000 


FIRE and AUTOMOBILE INSURANCE 


H. M. SCHMITT, President and General Manager 


PAUL A. SCHMITT, Assistant Secretary 


THOS. A. HATHAWAY, Secretary 
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Snternational 
Indemnity Company 


INCORPORATED UNDER LAWS OF CALIFORNIA 


Home Office 





AUTOMOBILE INSURANCE 
FIRE - THEFT - LIABILITY - COLLISION 
PROPERTY DAMAGE 


ASSETS OVER ONE AND ONE-HALF MILLION DOLLARS 


N. BLACKSTOCK EMIL JOHN6®N 


PRESIDENT SECRETARY 











Mac O. Robbins Ta -< 
About Moral Hazards 


MAs O. ROBBINS of Santa Ana 
Calif., who discussed “Moral Haz. 
ard” on Wednesday afternoon, said that 
in most of the small towns moral 
hazard is not a factor in the business, 
He stated that most of the fires in the 
smaller towns are due to carelessness, 
To the extent that many property 
owners are careless, moral hazard 
exists in small towns. The thing 
that the fire companies have to fight 
however, is carelessness. Fire resulting 
from carelessness can be very greatly 
reduced if agents can secure the co- 
cperation of the local fire chief, 

The policyholder who is somewhat 
inclined to be slovenly in his habits 
can be made to improve his property 
where pressure is brought to bear by 
the fire chief. Moral hazard, as far 
as the small towns are concerned, Mr. 
Robbins said, is chiefly measured by 
the amount of careless property owners 
in the community. He added that 
there are few suspicious fires in a 
growing community. The town that is 
expanding and prospering is practically 
free from moral hazard. Recognizing 
this, local agents should co-operate 
with chambers of commerce and other 
civie bodies. They should extend them- 
selves to aid the upbuilding of the 
town. 


WORK OF THE CASUALTY 
CLEARING HOUSE IS TOLD 


(CONTINUED FROM PAGE 20) 


ment to standardize the method of pre- 
senting the facts and arguments to the 
buyer. He is an individual. He must 
be appealed to as such—not as a ma- 
chine. And so, the agent must first sell 
stock insurance to himself in competi- 
tion with the mutual or reciprocal idea. 
Then, if he is convinced of, and appre- 
ciates, the weakness of the participating 
system—if he really ‘believes in the 
principles of stock insurance—there is 
much greater probability of his success- 
fully selling stock insurance. 


HE Clearing House helps the agent 

sell himself the stock idea. Do not 
expect the mutuals and reciprocals to 
immediately fade away as the result of 
our program. Remember that managers 
of mutuals and attorneys-in-fact are 
quite as much interested in their bread 
and butter as you are in yours. They 
are fighting and will continue to fight 
hard. Tey will continue to use every 
facility at their disposal. Remember, 
too, that some buyers of insurance will 
decline to conéider anything other than 
price. Merit is of no interest to them. 
They will persist in buying cheap, just 
as some men persist in betting their 
entire stock of chips on a bob-tail flush. 
Remember that the process of educa- 
tion is slow but ultintately sure. 

This is a battle of principles—not 
merely of rates or dollars. We believe 
that in the Clearing House, with its of- 
ficers and directors who are giving will- 
ingly and freely of their time, we have 
the instrumentality through which the 
public may be made to realize the in- 
stability and unreliability of the mutual 
principle in these lines. 


O far we have 70 Class 3 members in 

the Clearing House. Does that accu- 
rately represent the degree of your in- 
terest in this project? Do the members 
of this organization want to ride free? 
Wen’t each member of this association 
pay $2 per year for the course of educa- 
tion and the information available to 
subscribers to the Clearing Heuse? 

If yeu believe in the principfe of stock 
insurance as opposed to mutual or re- 
ciprocal schemes, won’t you each carry 
#3 worth of the load? This is our fight 
—yours and mine. Let’s do our share 
as participants, not as bystanders. 0 
adapt a Scriptural injunction: “Study 
to show yourself approved; a stock in- 
surance agent who need not be 
ashamed.” 
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Insurance 
311 Gas and Electric Bldg. Denver, Colorado 
Fire Hail Automobile Casualty 











Greetings from Denver 


The local agents of Denver are striving to uphold the worthy principles of the 


eB 
National Association. They have kept apace with the times and are continually 





striving to better the insurance services that they offer. The local agents of 
Denver are well equipped to handle any insurance proposition. 





ESTABLISHED 1888 








STANDART & MAIN 
The INSURANCE Men 


1615 California St. 
Denver, Colorado 
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Minneapolis Local Agent Has 
Some Unique Selling Methods 


N MINNEAPOLIS, MINN,, there is 
| an agent who is gifted with more 

than the ordinary amount of re- 
sourcefulness and ingenuity. He is John 
L. Davis, manager of the John L. Davis 
Insurance Agency. Mr. Davis began 
to attract attention to himself some 
years ago because of his novel and 
effective advertising methods. He 
gained some fame as a writer of snappy 
copy and a distributor of imposing 
and punchful literature. He has in- 
creased his volume of business several 
times and attributes much of the growth 
of his office to the use of his advertising 
literature and the follow-up system of 
letters that he employs. In these days 
when business is hard to get Mr. Davis 
is showing an increase because of the 
campaigns that he is making for side- 
line business. He has evolved a series 
of selling letters on sidelines and adver- 
tising enclosures that pave the way for 
a personal visit. 

Mr. Davis operates on the theory that 
every man is a prospect for more than 
one form of insurance. The mere fact 
that a man insures his household goods 
does not indicate that he has done his 
full duty as a buyer of insurance. Ev- 
ery man, Mr. Davis contends, needs 
at least 10 different forms of coverage 
and can be written for that many if he 
has the money with which to purchase 
the indemnity. The fact that he has 
never bought them before indicates 
principally that he has never had them 
explained to him, has never felt the 
need of more than two or three kinds 
of insurance, and, in fact, does not know 
that some lines of indemnity exist. It 
is up to the agent to explain what he 
has for sale, to create the desire, and 
to make the insurance buyer to see that 


fire insurance is but a small link in the 
chain of full coverage. 
* * * 


Mr. Davis has a well worked out card 
for each customer. Upon the card is 
entered the customer’s name and ad- 
dress, telephone number and any other 
essential facts. On the reverse side of 
the card is recorded the kinds and 
amounts of insurance that have been 
other forms of indemnity that he should 
purchased. Immediately the prospect 
commences to receive letters regarding 





the insurance that he should buy. Each 
time a letter is sent out Mr. Davis 
records on the card the number of the 
letter. He has from six to ten letters 
on each form of insurance. He sends 
the entire series to the customer, and 
in nearly all letters encloses an at- 
tractive advertising circular. If he does 
not get a response by mail or over the 
telephone he makes a personal visit. 
Certainly by the time he calls the pros- 
pect knows who he is and what he has 
for sale. The cultivation work has been 
done. His letters and advertising mat- 
ter have given him an introduction of 
the greatest value. When Mr. Davis has 
sold the customer the form of indem- 
nity that he feels is most needed he 
starts another campaign for another 
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R. M. EACOCK, Oklahoma City, Okla. 
Southwestern Vice-president 


F. F. LUDOLPH 
San Antonio, Tex. 














A STOCK COMPANY 








AUTHORIZED UNDER THE LAWS OF IOWA 


United States Automobile 
Insurance Company 


Des Moines, lowa 





AUTOMOBILE CASUALTY INSURANCE 


Facilities For Full Coverage Planted With Our Agency 


A. G. OGLE, Secretary and General Manager 

















sideline. He thus goes after each man 
systematically and regularly with ma. 
terial that is effective. 

* * * 

Mr. Davis is a printer by trade and 
has his own private printing press in 
the basement of his home. At odd 
hours when he conceives a new idea he 
runs off a few hundred new advertising 
leaflets. He understands typographical 
arrangement, art work and copy layout 
very well, and for this reason all of 
his printed matter is very striking and 
compelling. He is very painstaking in 
the preparation of a new piece of adver. 
tising matter. One of Mr. Davis’ com- 
panies, the Travelers, was so impressed 
with some of his circulars that it re. 
printed a few of them and sent copies 
to the entire agency force. 

Mr. Davis has had such pronounced 
success in the operation of his system 
and has received such favorable com- 
ment from all parts of the country that 
he is preparing to sell his system in 
detail to any agent who may feel the 
need for a plan of this sort at a cost of 
approximately $100. Mr. Davis is ar- 
ranging to have all of his matter bound 
in a loose-leaf booklet in which will 
be pasted, numbered and indexed all 
of his letters, advertising matter, return 
post cards, etc. Several agents who are 
familiar with what Mr. Davis has done 
have already expressed a desire to pur- 
chase his system, and when it is finally 
marketed there will probably be others 
who will want to avail themselves of it. 


Get Together Dinner 
Was Curtain Raiser 


LL attendance records were shat- 

tered at the annual get-together 

dinner on Tuesday evening. There 
were over 800 present. It was the big- 
gest affair of the kind ever held in the 
history of the National Association. 
The spacious ballroom of the Hotel 
Ambassador was jammed. Never be- 
fore has the attendance at the get-to- 
gether meeting even approached the 
record made this year. Because of the 
size of the crowd, speeches were out of 
the question. What few announcements 
were made were given with the use of 
a megaphone. The fun was fast and 
furious from the singing of the song of 
welcome to Matt T. Mancha, president 
of the California association, to the 
closing words of admonition from 
President Cox. 


A snappy jazz band provided much 
of the action. There were specialties, 
Scotch bag pipe band, Spanish singers 
and dancers, cabaret girls, and other 
professional talent. 


The principal show of the evening 
was offered by the “Midnite Frolics” 
company. After it was all over Presi- 
dent Cox stood on the table and shouted 
through his megaphone, “Boys, we were 
promised the best entertainment yet 
and we have had it.” The gathering 
was in every particular a most pro- 
nounced success. While the big jollifi« 
cation was a stag, the ladies at the con- 
vention were not neglected. They were 
entertained during the evening by the 
wives of the California and Los An- 
geles agents. 


Fine Texas Delegation 


One of the most enthusiastic delega- 
tions at the Los Angeles convention 
came from Texas. Immediately follow- 
ing the annual convention of the Texas 
association at Fort Worth a prominent 
group of leaders in the Texas associa- 
tion boarded a train for the west. 
stopover was made at El Paso, where 
the 1922 convention of the Texas asso- 
ciation will be held. The Texas party 
was met by a committee of El Paso 
agents headed by J. C. Echlin and 
Henry Reynaud. The visitors were en- 
tertained by an automobile trip and 4 
dinner at Juarez, Mexico. Horace 
Stevens and Dexter Mapel joined the 
party and went on to the Los Angeles 
meeting. 
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Hail and Farewell from California 


TO THE LOCAL AGENTS, THEIR FAMILIES, COM- 
PANY OFFICIALS, FIELD MEN AND ALL OTHERS WHO 
ATTENDED THE CONVENTION AT LOS ANGELES : 


We have been honored with your 
presence. This has been a glorious 
convention so far as California Insurance 
people and their friends are concerned. 
We have been surprised at the large 
attendance. 


You have come to California for a most 
worthy cause. The convention has 
made history. The National Asso- 
ciation of Insurance Agents has 
gone forward many lengths because of 
this meeting. 


Aside from the business sessions we 
feel that much has been gained outside 
of the convention hall. We have 
learned to know you better. We have 
been glad to contribute a little to your 
pleasure. There is a tie that binds in- 
surance people together. This was very 
manifest at the Los Angeles meeting. 


We know that this will not be the last 


time that you will come to Los Angeles 
and California. We expect to have 
the convention here when our time 
comes again. The insurance people 
in this section have been greatly bene- 
fited by your presence. The California 
Association of Insurance Agents will 
be strengthened because of your coming 
here. The whole business on the Pa- 
cific coast will respond to the spirit of 
this notable gathering. 


We trust that you feel you have been fully 
repaid in coming to our country. We 
want you all to know that our hearts 
are ever with you. Come out to Cali- 
fornia at any time and you will find a 
hospitable reception. 


We are saying good-bye just for a few 
years. In the meantime may prosperity 
and happiness be always yours. Au re- 
voir. 


The California Association of Local Agents 


The Los Angeles Fire Insurance Exchange 
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Agent Should Advise Client 
as to His Duty After a Fire 


BY CHARLES R. THOMPSON 
General Adjuster Fireman’s Fund 


N THE ADJUSTMENT of every 

partial loss, especially those con- 

sisting of chattels, goods or ma- 
chinery, there is an element of salvage, 
good or bad, according to the amount 
of “first aid to the injured” given it 
by the insured. Vast sums in the ag- 
gregate are lost through the mistaken 
idea of the claimant and often the 
agent that nothing must be touched 
until the arrival of the adjuster. There- 
fore he locks up the place and impa- 
tiently waits. 

+ ok x 


By the time notice is given to the 
company and an adjuster is provided 
and is able to reach the loss, fomenta- 
tion has set in, the glue and varnish 
are thoroughly soaked and the furniture 
is falling apart or the machinery or 
hardware is rusting and accumulating 
additional damage rapidly. Ali this re- 
sults in unnecessary further damage 


and uncertain loss than if the insured 
had opened up the store, dried out and 
cleaned up everything, separated the 
damaged from the undamaged, wiped 
and oiled the machinery, and swept out 
the debris. 

* * 

The reason for this attitude on the 
part of the insured is not hard to 
understand. There is possibly no 
thought of dishonest motive but only 
ignorance, ill advice from good-inten- 
tioned neighbor or agent (who should 
know but does not) or possibly mis- 
directed instinct that the worse it looks 
the more the loss will appear and the 
more money will be secured out of the 
adjustment. 

These consequential damages are con- 
stantly confronting our adjusters and 
there seems to be no way of successfully 
curing them other than for our agents 
to help educate and serve the claimant 
in time of disaster. He is on the ground 


ofttimes at the fire and can at once point 
out to the insured the necessary steps to 
be taken to comply with and fulfill his 
duties required by the terms of his con- 
tract. He can show the insured the 
condition in the policy which requires 
that “if fire occur the insured shall. . . 
protect the property from further dam- 
age, forthwith separate the damaged 
and undamaged personal property, put it 
in the best posible order,” etc., and can 
tell him this provision means exactly 
what it says. It is not a request or ad- 
vice, but is mandatory and in some 
states is on the statute books. The 
agent can tell the insured that any reas- 
onable expense incurred by him in clean- 
ing and caring for the property after 
the fire becomes a part of his loss and 
is paid for up to the face of the policy. 


Losses, like lightning, do not fre- 
quently strike twice in the same place 
and the unfortunate experience of one 
insured in reaching an amicable settle- 
ment through lack of compliance with 
the conditions of the policy does not 
serve often in a second instance or reach 
the man who will have the next fire 
under similar conditions. If we knew 
who would be the next sufferer the edu- 
cation of the insured would be easy. 


s. ¢ 8 


A report of a heavy smoke and water 





damage reaching us with the further in. 
formation that the store is closed ang 
locked, creates at once an uneasinegg 
towards the claim. When our adjuster 
arrives a few days later, opens up the 
store and has the merchandise Properly 
cared for, the insured is shocked ang 
dissappointed when the adjuster points 
out that the actual smoke and water 
damage occurring at the time of fire 
amounts to but a small percentage only, 
for which the company is liable, but in 
consequence of the claimant’s misguideg 
neglect in not properly caring for hig 
stock, which it was his clear duty to do, 
there is an additional damage of a 
much greater percentage which the 
claimant in turn is responsible for anq 
justly must stand. 
ee ¢ 


He denounces the adjuster as a robber 
abuses the agent and the company, and 
is disgruntled to the end. Cases of this 
kind happen right along, and we are re. 
minded of the many efforts that have 
been made to invent a fool-proof gun, 
It can’t be done. 

Much time, thought and energy are 
nowadays being given to a campaign of 
fire prevention. Why not include an 
education of the public as to their duty 
to themselves in caring for and pro. 
tecting their property at the time and 
after a fire has occurred? 
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$1,754,982.25 
1,126,087.34 


Assets . - - = - 

Liabilities - - - - 
Cash Capital - - 400,000.00 
Net Surplus - - - 228,894.91 
Surplus to Policyholders 628,894.91 











WHAT SHOULD AN AGENT EXPECT OF HIS COMPANY? 


Of course you should expect that the Company’s 
financial condition be such that it can care for its 


obligations promptly. 


Then, you should expect 


that its underwriting policy be reasonably liberal. 


Underlying everything, 


however, you should 


expect your Company to give careful and con- 


scientious treatment to all your problems. 
problems should be the Company’s problems. 


is our aim. 
a Company? 


Your 


This 


Wouldn’t you want to represent such 


NORTHWESTERN FIRE AND MARINE INSURANCE COMPANY 


MINNEAPOLIS, MINNESOTA 








HOME OFFICE 
MINNEAPOLIS, MINN. 


EASTERN DEPARTMENT 
HARTFORD, CONN. 


PACIFIC COAST DEPARTMENT 
SAN FRANCISCO, CAL. 




















your coming. 
your business. 


John Burkhard 


President 





The people of Los Angeles have been delighted with 
You have brought to us the flower of 
We have been glad to note the ability 


Greetings From Los Angeles 


The Occidental Life Insurance Company of California, 
with home office at Los Angeles, desires to express its 
appreciation to the National Association of Insurance 
Agents for holding its annual convention in its city. 


and character of the men that are selling fire and casualty 


It has been a pleasure for the entire insurance 
fraternity of Los Angeles to have you with us. 


insurance. 


We trust that your stay here has been so enjoyable that 


When you visit Los Angeles 
we will be glad to have you call at our office so that we 
may extend any courtesy within our power. 


OCCIDENTAL LIFE INSURANCE COMPANY 


you will soon come again. 


Los Angeles, Cal. 


Seth A. Keeney, E. L. Blanchard and H. J. Burkhard 


Vice-Presidents 


Robert J. Giles 


Secretary and General Manager 
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JOYCE & CO. 


INC. 
Chas. H. Burras, President 


THE ROOKERY _— : CHICAGO 


General Agents 


National Surety 
Company 


Casualty and Fire Insurance in all 
its branches written by this agency 


LARGEST SURETY BOND 
AGENCY IN THE WORLD 
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Satisfied Agents have made the Continental 
a successful institution. 


The Continental recognizes each of its Agents 
as a valuable asset to its success. 


The Continental is known as an Agents’ 
Company. We do not maintain branch offices, 
but operate exclusively through 

| General Agents 


Continental Casualty 
Company 


H. G. B. ALEXANDER, Pres. 


General Office: CHICAGO, ILL. 


Canadian Head Office: Toronto, Canada 
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Effect of Community Impact 
on Non-Agency Competition 


HE meeting of nonagency com- 
petition is pretty much of a com- 
munity matter. Local agents have 
been studying the subject of competi- 
tion for some time. They have com- 
plained of the nonagency mutuals and 
reciprocals that are able to edge in on 
some of the important business and 
thus cut down the agency income. 
When the subject is analyzed, it is 
found that the agents themselves cre- 
ate much of this competition. They 
make it possible for the nonagency 
companies to get a foothold. In many 
communities there are local agents who 
would rather see a nonagency company 
secure a line than have it to go to 
a fellow agent. They will do anything 
to keep business away from an agency 
competitor. Managers of concerns, 
and in fact property owners in general, 
listen to local agents “knock” one an- 
other. They begin to think that the 
agency plan is unsatisfactory and there- 
fore are in a mood to talk to a non- 
agency company. 


* * * 


The successful method of meeting 
nonagency competition is through the 
agents of a community as a whole. 
Where there is real cooperation, non- 
agency competition can be greatly re- 
duced. If agents will do constructive, 
creative work, throw away the ham- 
mer and help one another, nonagency 
problems will be pretty much solved. 

If the local agents would make a 
survey of their community, list up the 
risks that are in nonagency companies 
and those that are in danger of going 
to them and then attack the problem 
enmasse, something would be _ ac- 
complished. Frequently one agent can 
kelp another. Just the other day a 
line was in danger in one of the IIli- 
nois cities. An agent found that a 
nonagency company had the _ inside 
track. He spoke to a fellow agent 
about it. It so happened that the 
competing agent had one of his field 
men in the city and the field man agreed 
to go to the concern and help the 


competing agent. The result was that 
the line was saved. 

Agents can frequently help one an- 
other in meeting this competition, 
Where there is united backing, the non- 
agency forces will not have smooth 
sailing by any means. Where it is 
found that a nonagency institution js 
making inroads, the agents as a body 
can cooperate and save the business for 
the agency companies. So long ag 
jealousy and suspicion are found among 
agents, nonagency companies will be 
able to take advantage of a situation 
that is created by the agents. 

The individual companies and the 
various organizations are now doing a 
great work in circulating literature at- 
tacking nonagency companies and 
showing the weaknesses of mutuals and 
reciprocals. This is a barrage behind 
which the agents can make their most 
effective attacks. It is up to the agents 
to do the real, educational work in a 
personal way. Where the agents are 
banded together, using the same argu- 
ments, employing the same weapons, 
guarding carefully the interests of stock 
companies, there need be but little fear 
of outside competition. A united front 
will mow down the enemy. 


Greater Harmony on Coast 

Thomas H. Anderson of San Fran- 
cisco, Pacific coast manager of the Lon- 
don & Liverpool & Globe, made an in- 
teresting announcement. He said that 
for years the brokers exchange of San 
Francisco, the California Agents Asso- 
ciation and the Board of Fire Under- 
writers of the Pacific have been 
attempting to remove the obstacles in 
the path of closer harmony. He stated 
that on Wednesday night a meeting was 
held, attended by the officers of the 
three organizations, with the result that 
in the future standing committees from 
all three bodies will meet to discuss 
questions of mutual interest. As a re- 
sult of Wednesday night’s meeting, 
greater harmony among the three prin- 
cipal insurance bodies of the Pacific 
coast is certain to prevail in the state. 
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ESTABLISHED FORTY YEARS 








JOHN C. PAIGE & COMPANY 


115 BROADWAY, NEW YORK 
GENERAL AGENTS 


ALL LINES WRITTEN 
AND BROKERS’ ACCOUNTS SOLICITED 


SUPERIOR SERVICE 
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wey 4 HIS “company has made rapid pro- 


gress showing its popularity with 
O ffi ties agents. It is nota plunger. Its under- 
writing methods are orthodox and con- 
ANTHONY MATRE, President ; , ' 
sistent with good practices. 
NAPOLEON PICARD, Secretary-Trea 
Dr. H. REIS, Vice-President 


JOSEPH BERNING THE MARQU ETTE 


Vice-President Is Licensed in the et States: 


Colo.; Ill.; Ind.; Ia.; Ky.; ; Md.; Mass.; Mich.; 
Minn.; Miss.; Mo. ; Mont.; sdee N. H.; N. J.; N. Y.; 
N. C.; Ohio; Pa.; S. C.; "Tenn.; Tex.; W. Va. ; Wis. 
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ASSETS 


TWO MILLION DOLLARS 
Writes Fire and Tornado 





Under Same Management 


THE GREAT WESTERN 
FIRE INSURANCE Co. 


Capital $400,000 
F. J. MATRE, General Manager 
A Re-Insurance Co. 








HOME OFFICES 


1821 Insurance Exchange 
CHICAGO, ILL. 
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The KOUNTZ, STIEG & WHITAKER CO. 


209 Nicholas Building TOLEDO, OHIO 


GENERAL INSURANCE 


and 


OSCAR WEBER N. H. BLECKNER 
PRESIDENT SECRETARY 


iS 
Pei GAYE S165 


The Ohio Agency Company 
GENERAL INSURANCE 


FRANK BECK 
VICE-PRES. 


SURETY BONDS 


CLEVELAND, DETROIT 
NEW YORK 




















SUITE 531 SPITZER BLDG, 
TOLEDO, OHIO 














GEORGE W. SENN 


Keller & Senn 


INSURANCE 
SURETY BONDS 


Both Phones: Main 7234 


Spitzer Building 
TOLEDO, OHIO 


ERNEST F. KELLER 





BADGER C. BOWEN 


WILLIAM B. WELLES 
President 


Secy. and Treas. 


The Welles-Bowen Co. 


REAL ESTATE 
INSURANCE - SURETY BONDS 


329-30-31-32 Ohio Bldg. TOLEDO, OHIO 






































The 
C. F. MEDARIS CO. 


-- LOANS -- 
INSURANCE 
SURETY BONDS 


Branch Office 
COLUMBUS, OHIO 


512-513-514 Gardner Bldg. 
TOLEDO, OHIO 


Bell Phone: Main 325 H. P.: Main 3864 








Greetings 
From Toledo 


LEDO, Ohio, agents have always 

stood for the best insurance prac- 
tices. They are proud of the business 
in’ which they are engaged. They 
believe in the agency association move- 
ment and are supporting it. 


A FULL LINE 








OF 
INSURANCE 


REAL ESTATE, LOANS 


AND SURETY BONDS | | 


We can serve you 
to advantage in 
these lines - - - 


Thomas Davies Realty Co. |: 


229 Superior Street 
TOLEDO, OHIO 












































GEO. D. PALMER R. R. BLAIR 


GEO. A. FORD 
PRESIDENT TREAS. 


SECRETARY 


THE PALMER-BLAIR INSURANCE 
AGENCY C0. 


234 Superior St. TOLEDO, OHIO 














The Ricaby-Wood- 
Rowland Co. 





INSURANCE 
SURETY BONDS 





Madison at Huron 
TOLEDO, O. 
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The Johnston-Hardy Co. 


Insurance—Bonds 
All Kinds 


940 Ohio Building Toledo, Ohio 
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i 
|_| ALL KINDS OF 
| | INSURANCE 


Ghe 
MILLER-BAITHER CO. 
REAL ESTATE 


333 ERIE STREET 


TOLEDO, OHIO 
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General Cover Contracts 
Bring Out Many Remarks 


ENERAL cover contracts were 
G rather severely criticized in the dis- 
cussion Friday morning. A. G. Chap- 
man of Louisville said that there are 
two classes of general cover to be con- 
jdered. The one is merely a rider 
attached to the regular standard policy. 
It provides coverage any place and 
contains a clause stipulating that. the 
and premium are _ provisional 
At the end of the year an average 
premium is arrived at, based on the 
average monthly values. Under this 
contract it is possible for the assured to 
pay only an average monthly rate as 
revealed by audits made during the 
year. Where contracts of this character 
are written, Mr. Chapman said that the 
focal agent never sees any of the com- 
mission. He asserted that this method 
of writing business is wrong and should 
be condemned in the severest language. 

The other form of general cover is 
the one where a contract to bind is 
jssued. The assured makes a declara- 
tion of values'and the company issues 
an underwriting policy. Full rates are 
charged. Policies for the various loca- 
tions are issued which become a part of 
the original binding contract. The as- 
sured then makes a second declaration 
of values in which a transfer of physical 
property is shown. If a second audit 
reveals that the aggregate amount has 
declined a short rate cancellation is per- 
mitted. Practically all reputable com- 
panies prohibit prorata cancellation. Mr. 
Chapman declared that general cover 
policies are necessary evils and that 
agents must write them in order to meet 


policy 
only. 


the competition of nonaffiliated com- 
panies. He stated that any general 
cover contract that gives the assured 
an advantage in rate or permits prorata 
cancellation, unless there is a transfer 
of values, it is to be condemned. 


L. CLEMONS of Cincinnati said 

that if general cover business is 
written in strict accord with the rules, 
the contract is a splendid one for the 
assured. For example, it suits the to- 
bacco business to a nicety. The general 
cover contract gives the assured what 
he wants. 

A. H. Robinson of Louisviile said that 
the general cover contract is an evasion 
of the territorial rights of local agents. 
He pointed out that local agents have 
never written any business on the 10- 
cent stores of the country. Chain stores 
are beyond the reach of local agents. 
The local agent never gets any return 
commission or brokerage on risks of 
this character. There is no risk in any 
community, Mr. Robinson asserted, that 
is rated as low as when written under 
a general cover form. 

C. G. Blakely of Topeka, Kan., said 
that the agent is always the sufferer 
where a general cover contract is issued. 
The writing of a general cover form, 
Mr. Blakely said, means that the agent’s 
commission is reduced from 15 percent 
to 5 percent. Unless the present 
tendency to place large lines in the 
hands of brokers is checked, Mr. 
Blakely said that the agent’s commission 
will eventually become 5 percent in- 
stead of 15 percent, and that the estab- 


lished practice will be to pay brokers 
10 percent and local agents 5 percent. 


pa E. HAID, president of the Farm- 
mers of Cedar Rapids, Ia., discussed 
the question of general covers from the 
standpoint of the companies in an illu- 
minating manner. Mr. Haid said that it 
is quite often impossible for the local 
agent to take care of distributing points, 
warehouses, etc., under general cover 
policies. Most agents, Mr. Haid con- 
tended, do not know how to handle the 
details of a general cover form. As far 
as the companies are concerned, Mr. Haid 
declared that they receive only two 
things from a general cover policy, labor 
and liability, but very little premium. 

Mr. Haid said that brokers are keenly 
alive to the advantages accruing to the 
assured under a general cover form. He 
said that literally hundreds of faulty 
forms and unusual propositions have been 
brought out, dusted off and presented to 
the companies during the present period 
of financial depression. Companies in- 
variably receive what are supposed to 
be monthly reports under general cover 
forms from 30 to 60 days late. Under 
the present plan, it is quite impossible 
for a company to know just what liabil- 
ity has been assumed at any particular 
location. Mr. Haid said that the bulk 
of the general cover business is at pres- 
ent going to nonaffiliated companies. It 
constitutes the big business of the coun- 
try. 


ENERAL cover contracts for 

mous amounts are issued to cover 
chain stores, tire companies, supply 
houses and similar concerns maintaining 
branch offices at various locations. This, 
Mr. Haid said, is the big business of the 
country. It is not going to local agents, 
or at least is being only indirectly writ- 
ten by them. The general cover plan is 
not the final solution of the problem. 
Mr. Haid said that some system of cov- 
erage should be devised that would per- 
manently conserve these large lines for 
local agents. The general cover policy, 
Mr. Haid declared, is not the final solu- 
tion. 


enor- 





RESOLUTIONS ADOPTED 

(CONTINUED FROM PAGE 4) 
dispassionately presented in order that 
there may be a thorough and complete 
understanding on the part of the buy- 
ing public as to just the kind of indem- 
nity they are at all times securing, 
having always one thing in mind, that 
being the ample and complete protec- 
tion of the public. 

Reaffirming our fidelity to the prin- 
cipal which protects local agents 
against overhead writing, we again de- 
sire to express our appreciation of the 
respect shown it by the many com- 
panies which have established it as 
one of the doctrines of their daily 
practice. 


N appreciation of able leadership, 

a candid consideration of the re- 
cent history of the National Associa- 
tion of Insurance Agents prompts the 
conclusion that it has made remarkable 
progress and attained an efficiency in 
the administration of its affairs hitherto 
unequaled. It is, therefore, proper, as 
an expression of a cordial appreciation 
of benefits of which we are the recipi- 
ents, that we tender to President Cox 
and his faithful lieutenants our grate- 
ful thanks for the substantial services 
rendered by them under his masterful, 
able and tactful leadership during the 
past two fiscal years. 

No business session was held Thurs- 
day afternoon. Immediately upon the 
conclusion of the morning meeting, all 
of the delegates boarded automobiles 
and were motored through Hollywood 
to Inceville, the famous motion picture 
city. There a Spanish barbecue was 
served, followed by a Rodeo, wild west 
show and ’49 camp exhibition, all under 
the direction of Tom Mix, the famou;3 
cowboy of the movies. 
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Lively Discussion in Regard to 
Brokerage Service Departments 


OMPANIES’ Brokerage Service 

Departments were commented 

upon in a rather uncomplimentary 
vein by a number of agents Friday 
afternoon. H. R. Manchester of 
Cieveland said that there is keen com- 
petition among the companies main- 
taining such departments. He declared 
that business placed through these 
brokerage departments is often writ- 
ten incorrectly. A line is written at a 
‘cut rate or under an incorrect form 
or is otherwise in violation of the 
rules. Mr. Manchester said _ that 
agents should preserve the business 
for themselves. He maintained that 
most agents are perfectly capable of 
rendering the service that these de- 
partments offer, 


OMETHING of a stir ran through 

the convention when James B. Lee- 
dom of Milwaukee declared that the 
recent purchase of the Eureka Fire & 
Marine and the Cincinnati Fire & Mar- 
ine be the Pure Oil Company of Co- 
lumbus was a direct thrust at the 
Ameican Agency System and a mat- 
ter that might well be referred to the 
conference committee for investigation. 
Mr. Leedom said that a group of 
American companies represented at the 
convention had helped to engineer the 
deal, which was obviously an injurious 
one to local agents. 

Paul E. Haid of the Henry Evans 
Companies was on his feet as soon as 
Mr. Leedom had finished speaking. 
He said that the group of companies 
referred to was the one he represented. 
Mr. Haid said that he was thoroughly 
familiar with all of the details in con- 
nection with the purchase of the two 
Cincinnati companies by the Pure Oil 
Company, and that the transfer of 


ownership had resulted in no loss of 
commission to local agents at any 
place. He said that the line was still 
being presented by brokers and that 
much of it was passed through the 
brokerage department of the America 
Fore Companies. The Pennsylvania 
schedule alone amounts to about $7,- 
000,000. 


R. HAID stated that the premiums 

were allotted to the various sec- 
tions of the country in the regular 
way. He was very positive in declar- 
ing that he would welcome an investi- 
gation of the purchase of the two Cin- 
cinnati companies. There could be no 
possible criticism leveled at the Amer- 
ica Fore companies, Mr. Haid said, as 
a result of any investigation that 
might be conducted. In connection 
with brokerage business, Mr. Haid 
stated that the bulk of business written 
as brokerage business is placed in 
companies that are not licensed in the 
states in which many of the properties 
insured are located, or in companies 
that make a practice of ignoring state 
and organization rules. 


SNAPPY TALKS FROM FLOOR 
(CONTINUED FROM PAGE 3) 


LARGE number of those who 
spoke extemporaneously took a de- 
cided stand against nonrecording 
agencies, the reinsurance of mutual 
business by stock companies, the abuse 
of the American agency system by some 
companies operating brokerage depart- 
ments and the harmful effects of gen- 
eral cover contracts. The unsatisfac- 
tory condition of the automobile busi- 
ness was reviewed at length by several 
speakers. 
It was especially interesting to ob- 








‘serve the number of company officials 


who participated in the impromptu dis- 
cussions. The National Association 
has never before invited company execu- 
tives to take part in the discussions from 
the floor. Home office officials have 
always had a place on the program, but 
at no previous meeting have they been 
asked to engage in the discussions with 
agents. This free mixing of company 
and agency ideas was one of the salient 
features of the Los Angeles gathering. 


CONSIDERABLE number _ of 

agents insisted that the time has 
arrived when the agents should be more 
fully consulted when changes are to be 
made that affect the producers. Those 
who spoke on this question showed con- 
siderable resentment of companies arbi- 
trarily putting into effect new rules and 
regulations without first consulting the 
local agent, the man who was most 
affected by the changes. A further in- 
terest in underwriting procedure was 
seen in the discussion of unnecessary 
and irritating forms and clauses. 

More than the usual number of reso- 
lutions were adopted this year. Chief 
among them were those relating to com- 
pany brokerage departments, non- 
recording agencies and a reaffirmation 
of the National association’s position on 
bank agencies and overhead writing. 

Stabilizing the compensation rating 
system was discussed at some length. 
J. R. Molony, San Francisco manager 
of the A&tna Life and affiliated com- 
panies, read a paper which formed a 
basis for the talks that followed. 


ISSOURI won the cup for the 
largest attendance from an out- 
side state. There were 19 Missour- 
ians at Los Angeles, t rophy was 
presented to Cliff C. Jorfes of Kansas 
City. The cup for the greatest annual 
increase in membership went to Rhode 
Island. 
C. C. Mitchener of Marianna, Ark., 
extended an invitation for the next 
annual meeting from Hot Springs, 


Ark. An invitation for the 1922 meet. 
ing from Atlanta, Ga., was read, Both 
were referred to the executive com. 
mittee. 

Retiring President Cox was pre. 
sented with a handsome watch as g 
token of friendship and love from al] 
attending the Los Angeles meeting, 
Matt T. Mancha, head of the California 
Association, made the presentation 
speech. Fred W. Offenhauser of Tex. 
arkana was the last speaker at the 
closing session. He paid a glowing 
tribute to retiring President Cox. The 
meeting closed as all in attendance 
rose and sang “Auld Lang Syne.” 


Hard Raps Taken at 


Non-Recording A gent 


ON-RECORDING agencies were 

rapped by several speakers in the 
informal discussion Thursday morning, 
James T. Catlin of Virginia, said that 
the non-recording agent is usually a 
bookkeeper or part time solicitor and 
is in no sense helpful to the American 
agency system. He condemned the 
companies that sought to secure such 
men as representatives. 

George D, Troy of Oakland, Cal, 
said that there are over 250 non-record- 
ing agencies in his home city. Com- 
panies have appointed street car con- 
ductors collectors for the telephone 
company, and others of similar caliber, 
Mr. Troy said that if company man- 
agers will forget the desire to acquire 
a large premium income at the expense 
of every other consideration and will 
attempt to operate on a well defined 
plan, the non-recording agent will get 
little consideration. Mr. Troy said that 
the fault in connection with non-record- 
ing agencies lies with the managers. 

A telegram was read telling of the 
organization of the Portland Associ- 
ation of Agents, including the entire 
membership of the Portland Exchange, 
and 20 agents from other parts of the 
State. 
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AKRON 


THE CITY OF BIG BUSINESS 


Akron, Ohio, is a city of wonderful growth and achieve- 
Its enterprises are among the largest in the 
Its local agents have kept apace with the 


times. 


sition. 


They believe in real service. 
are well equipped to handle any insurance propo- 


Akron agents 








156 South Main Street 


BUSINESS ESTABLISHED 1870 


THE BRUNER-GOODHUVE-COOKE-CRANZ 


AGENCY COMPANY 
GENERAL INSURANCE 


AKRON, OHIO 











JOHN C. MOORE 


Permanent Title Building 


CECIL C. McNEIL, Mer. 


PERMANENT.-TITLE AGENCY 


General Insurance, Surety Bonds 


FRED J. STEINERT 


AKRON, OHIO 











148 South Howard Street 


INSURANCE 
COMPANY 


THE McINTOSH-BOWERS-WEST 
REPRESENTING THE, HOME, 


Brokerage Accounts Solicited 


NEW YORK 


THROUGH THE UNDERWRITERS DEPARTMENT 


CO. 


AKRON, OHIO 
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P. W. Steen, Treasurer 


Special attention given lines 
placed with us 


CHARLES H. HOOD, President 


The Hood Agency, Inc. 
Insurance of All Kinds and Surety Bonds 


Fire and Workmen's 


Compensation Engineering Service 


Pascal H. Ware, Vice-Pres. 


L. L. Peterson, Secretary 


Second Floor, Phoenix Bldg. 


Minneapolis, Minnesota 


























Chas. W. Sexton 
Company 
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The Big 
Northwestern 
Agency 
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F. H. Wagner 
Agency 


55 Years’ Experience in 


INSURANCE 


ALL LINES 


529-534 Plymouth Building 
Minneapolis, Minn. 


Always Count 


Minneapolis 


Minneapolis local agents have 
always shown a fine spirit of 
loyalty tothe National Agency 
Association. They are for it 


‘every day in the week. You 


can bank on the Minneapolis 
agents at alltimes. When you 
visit our city we want you to 
call and inspect our offices. 
We extend always a cordial 
and hospitable hand. 





Brugger -Kronzer 
& Company 
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320-328 McKnight Bldg. 


Minneapolis, Minn. 












































Esterly-Hoppin Company 
INSURANCE 


1024-1025 Plymouth Bldg. 
MINNEAPOLIS 


Member of all National, State and Local Associations 














Ridgaway Wood 
& Company 


Surety Bonds 


Casualty Insurance 


State Agents 
Fidelity & Deposit Co. 
U. S. Casualty Co. 


McKnight Bldg., Minneapolis 
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(31st year) 
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Security Building, Minneapolis 
Nearly Two Millions in Premiums 












































THE 


NATIONAL UNDERWRITER 





September 16, 199) 











a 





National Liberty 


Insurance Gompany 
of Amerira. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 


Assets, $1 2,07 1,029.44 


W rites 
FIRE 


TORNADO 
AUTOMOBILE 
SPRINKLER LEAKAGE 
RENTS 
USE AND OCCUPANCY 
TOURISTS’ BAGGAGE 
EXPLOSION 
RIOT AND CIVIL COMMOTION 


A BROAD-GAUGED COMPANY FOR 
A BROAD-GAUGED AGENT 
“SUPERIOR SERVICE” 


HERBERT R. CLOUGH 
PRESIDENT ° 


New York 


CHAS. H. COATES 
MANAGER 


Western Dept., Chicago 
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F. W. OFFENHAUSER & CO. 
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National Underwriter by 
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The Sign of Good Casualty Insurance 





ESTABLISHED 1869 
ESTABLISHED IN UNITED STATES 1892 


LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


of London, England 


GENTS representing the 

London Guarantee & Ac- 
cident realize that they have 
many distinct advantages. 


They are absolutely protected in 


all their rights. 


They have the sole representation 
in their community. 


They have the benefit of the 
entire facilities of the company, 
thus being able to furnish assured 


‘ 


Head Office—134 So. La Salle St., Chicago 





and claimants with satisfactory 
service. 


They represent a company whose 
financial standing is impregnable, 
whose experience extends over a 
long period. 


The “London” has been tested 
and tried by many contingencies. 
It has gathered vast strength 
through years of operation. 


The “London” has become 
known in the insurance world as 
the company of ‘‘Super-service.” 


F. W. Lawson, General Manager 
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